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The surpassing quality of Spokane 
Pine Frames means much to you, 
Mr. Dealer, in the way of customer 
satisfaction, which means increased 
sales and greater profits. Made of 
choice selected kiln-dried Idaho 
White Pine and Ponderosa Pine, 
these frames are made on precision 
machines by skilled frame-makers. 
Here are the finished perfected 
products of years of specialization 
in the manufacture of door and win- 
dow frames. Architects and builders 
prefer them because they meet the 
most rigid specifications as to de- 
sign, materials and workmanship. 
Made in standard sizes and also to 
special order. Our Permatol-Treated 
frames bear the brand of NDMA, 
signifying the approval of the Na- 
tional Door Manufacturers Associa- 
tion. We invite you to write us 
about your frame requirements. 
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Long Lake 
Lumber 


Idaho White Pine and 
Ponderosa Pine, care- 
fully seasoned, accur- 
ately manufactured. 
Lumber, Mouldings, 
Package and Lineal 
Trim, Lath. All building 
and industrial items. 
Straight Cars and Mixed 
Cars. Write. ‘phone or 
wire. 








WOODLIFE 
has been 
used for 
years by 
leading 
millwork 
mirs. 


Protection Products Mfc 





FOR 


“| SPENT 5390 


LAST YEAR FOR ADJUSTMENTS 
ON WINDOWS, DOORS, ETC.” 


SAYS A PROMINENT OHIO 
BUILDER a, 





ADJUSTMENTS ON 


Wihedford 


Complete Service. .Western 


THIS HOUSE .... EVERY 


piece of wood in it was treated with WOODLIFE. It 
costs just a few cents to treat a window or door with 
WOODLIFE—giving protection for years to come against 
swelling, shrinking, warping, checking and grain rais- 
ing as well as decay and stain. 


You can treat millwork in your own easily constructed 
tank, make a profit on the treatment itself, and save 
hundreds of dollars on service complaints. Send today 
for complete information and WOODLIFE - treated 
samples. 


Mfrs. of PRESERVATIVE SOLUTIONS for Years’ 


. Co. 





Research Laboratory and Plant KALAMAZOO, MICH. 











Thick Sugar Pine 
SELECTS 


KILN-DRIED in Moore Modern 
Cross-Circulation Kilns 


This large modern Medford 
mill, with a producing capacity 
of 240,000 feet per 8-hour day, 
can supply all your needs in 
California Ponderosa Pine, 
Sugar Pine, Douglas Fir and 
White Fir . . . Yard Stock, Cut 
Stock, Lath, Mouldings, Factory 
Items. The Medford mill has 
the most up-to-date equip- 
ment for best quality produc- 
tion. Complete planing mill and 
cut stock department. Here's 
lumber so good looking, so 
clean and bright, so superior 
in every way, you can warmly 
recommend it. 


Member Western Pine Assn. 
West Coast Lumbermen’s Assn. 


Medford Corporation 
MEDFORD, OREGON 
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This Country of Ours 


TWO OF OUTLOOK AND OPINION 


A PAGE OR 


KEEN EYED reader of the 

AMERICAN LUMBERMAN, in New 

Orleans, calls our attention to the 
fact that photographs of the new office 
and sales rooms of a retail lumber and 
building material concern (located in 
another city), recently printed in this 
journal, show steel chairs, table, coun- 
ter, and (apparently) steel shelving. 
This reader raises the old question why 
sellers of wood do not in all cases give 
that material the call when building or 
equipping new quarters. He says in 
part : 

“T have no right to criticize (not 
being a lumberman), yet one must real- 
ize that all these items also are pro- 
duced in wood. I have been doing 
business with sawmills for many years ; 
and have been in the offices of many 
hardwood mills where all the furniture 
and equipment were of steel. Yet these 
same hardwood mills were paying to 
organizations whose efforts were 
largely devoted to increasing the de- 
mand for hardwoods. Makers of steel 
furniture do not buy hardwoods (as 
their raw material), but makers of 
wood furniture do buy them in quan- 
tity. A good way to increase the de- 
mand for lumber is to purchase goods 
made from wood.” 


The answer is plain enough, and 
need not be sugar-coated to make it 
more palatable. The naked truth is 
that, in some fields, and to an extent 
indicated by numerous instances of the 
sort cited by our Southern subscriber, 
steel has outsold wood—and we do not 
refer to price—otherwise it would not 
have been installed. To the victor be- 
longs the spoils, is an axiom as true of 
business as of war. We are not now 
discussing the relative merits of wood 
and steel for this or that use. Both are 
good in their own places—but lumber 
yards nowadays are distributing sta- 
tions not only for lumber and wood 
products but also for many other ma- 
terials. 

No mere sentiment for wood or 
any other material will create or hold 
markets. We may sing “Trees” until 
doomsday without influencing the sale 
of a foot of lumber. The consumer 


buys, and will continue to buy, that 
which he believes best suited to his 
purpose. To convince him that he 
should buy wood, or steel, or anything 
else, means education, demonstration, 
salesmanship and advertising, based on 
facts, and presenting sound argu- 
ments. Without decrying the splendid 





THE BALLOT 
A. weapon that comes down as 
still 
As snowflakes fall upon the 
sod; 


But executes a freeman’s will, 
As lightning does the will of 
God; 
And from its force, nor doors 
nor locks 
Can shield you—tis the bal- 
lot-box. 
—J. PIERPONT 





work done, and being done, for trade 
extension by the lumber industry, 
through many of its branches, the fact 
remains that much more needs to be 
done in the fields of research, demon- 
stration, education and advertising, to 
match the efforts of other great indus- 
tries to broaden their markets. 


We Have Jt 


IKE IT or not, it looks as though 
we have the “big new industry” 
that our economists and our in- 

dustrialists for years have been telling 
us would have to come into being be- 
fore we could as a nation hope to regain 
prosperity, with the open door to jobs 
and business opportunity which we en- 
joyed before the pall of depression en- 
veloped us. Now we have acquired an 
immense new industry—bigger than 
we had ever dreamed of. It isn’t what 
we would have picked—in fact it wasn’t 
even on our shopping list, but now 
that it has been dumped on our lap, 
we must develop it to the very limit. 
It is the war industry of which we 


speak ; or, to camouflage an ugly word, 
the national defense industry. We 
don’t mean that war necessarily is im- 
minent, although it may be. All na- 
tional defense measures of course are 
taken with view to possible war, other- 
wise they would be without justifica- 
tion. We have referred to an immense 
new industry, but as a matter of fact 
we have, almost overnight, hatched a 
whole flock of new, or revived, indus- 
tries, each big enough to at least go 
a long way toward filling the oft-re- 
peated prescription of our economists 
and industrial leaders. Here are but 
a few of these industries: Aviation, 
ship-building, docks and bases, ord- 
nance, plant construction and expan- 
sion, military and civilian housing. The 
volume of materials and labor of every 
sort that will be needed to meet the 
requirements of all these industries, 
and many more, is simply staggering. 
Coming coincidentally with the tempo- 
rary withdrawal from civilian life of 
close to a million young men, it all 
poses problems of supply and demand 
that call for sound judgment, practical 
patriotism, and mutual good will, ex- 
pressed in teamwork, by all persons 
concerned. We must all be Americans, 
in the fullest sense. 


\“ Pet Wa Pray” 


ce RAYER in a lumber yard?” 

Well, why not? If it’s good 

anywhere, it’s good there. 
Anyway, vast numbers of people, now 
and in all ages, have believed in what 
our fathers called “the power of 
prayer.” Not all do thus believe, how- 
ever. Hitler doesn’t, Winston Chur- 
chill does, so that cancels out about 
even, unless we throw Stalin into the 
scale on the negative side—and we 
wouldn’t object to his being thrown 
farther than that. Those who think 
of prayer as an exercise appropriate 
only to weak minds might ponder 
Emerson’s words: “No man_ ever 
prayed heartily without learning some- 
thing,” for the Concord philosopher- 
poet really was esteemed to be some- 
thing of a thinker in his day, and 
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since. Libraries of books and millions 
of sermons and essays have been writ- 
ten, defending and attacking the thesis 
that “Prayer does change things.” We 
all are amused by the story of the lit- 
tle boy who frankly declared his inten- 
tion of omitting the usual bedside 
prayer for three successive nights, 
then, said he, “If nothing bad happens, 
I won't say them again, ever!” That’s 
applying the test of pragmatism with 
a vengeance—but unfortunately, or the 
reverse, you can’t determine spiritual 
values with a test-tube, though most of 
us, consciously or unconsciously, are 
constantly pursuing that course. 

But we are getting away from our 
lumber yard prayer-meeting, which is 
described in some detail in a news 
story appearing on page 32 of this is- 
sue, relating to a California company, 
doing a rather large retail business in 
lumber and other building materials, 
and—as we have taken the trouble of 
ascertaining—enjoying a good reputa- 
tion in the community in which it op- 
erates. 


“The Sporting Thing” 
HIS HAS BEEN a big football 
afternoon; and the Page conduc- 
tor has been attending a number 
of contests by radio. They’re colorful 
affairs, even when they’re played by 
ear in the quiet atmosphere of one’s 
own library. 

Not the least interesting features of 
these contests, at least to one whose 
inside knowledge of strategy is hardly 
good enough to qualify him as an arm- 
chair quarterback, is the combination 
of hard play and friendly sportsman- 
ship. The boys go all the way out; 
take an hour’s beating that proves 
them miracles of durability ; and, when 
buried under the short end of a lop- 
sided score, they keep slamming it out 
until the gun goes. The spectators are 
partisans and tell the world. In fact 
the world can hear them for a mile and 
a half. The winners are delirious, and 
the losers are downcast. But before 
the bandages are all off there are plans 
being made for next year’s meeting. 
The player or the spectator who can’t 
take the outcome in a sporting way 
gets ticketed in class C. 

‘A national campaign and election 
are not sporting events of the same 
kind. They’re not played for the fun 
of the spectators or to decide which is 
the better team, after which nothing 
will happen until the next game. The 


Amemcanfiumberman 


winning team runs the country for 
four years. 

But we could wish the game of poli- 
tics might be played in a sportsmanlike 
way. There’s no place for holding or 
clipping or interfering with a pass re- 
ceiver ; not in any event we like to call 
distinctively American. 

After all, this is the American peo- 
ple choosing their leadership; and 
when the event is over, that leadership 
needs, for the safety of America, a real 
chance to lead. There have been things 
said and done in this campaign that 
should have been left unsaid and un- 
done. These things add up to weak- 
ness and disunity; and of all times in 
your memory and ours this is the time 
when we can least afford weakness and 
disunity. When the polls close, let’s 
end the mud and the bitterness. 


Gurred Prophets 


HE Associated Press tells us that 
the Crow Indian medicine men 
are predicting a mild winter. It 

seems the muskrats are still swimming 
around, heart whole and fancy free. 
The field mice still stick to the fields, 
the choke cherries cling to the bushes, 
and horses and cattle haven’t taken the 
trouble to fuzz up winter coats. 

At this writing, the Middle West 
hangs on to Indian Summer. Of 
course it may let go all at once, and 





THE TAX FRONT 


The average American citi- 

_ zen’s patriotism is stirred and 

he is 100 percent behind the na- 

tional defense program, but he 

is woefully unaware of what it 

is going to cost him in money 
and in sacrifices. 

Defense taxes are only just 
now beginning to hit him. De- 
fense measures are just begin- 
ning to affect his personal life 
and the lives of his family. He 
has given his government, in 
effect, a blank check to go 
ahead with national defense. 
The full impact of meeting this 
check when it comes up for col- 
lection is yet to be felt by him. 

As it comes and is felt, the 
logic of cutting needless non-de- 
fense government expenditures 
and of eliminating waste and in- 
efficiency will be strikingly self- 
evident. But to wait for that 
time would be a fatal mistake. 
Citizens must be aroused to this 
necessity now, at once. 


—Texas Weekly 
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that’s what we're afraid of. But mid- 
western lumbermen don’t have to look 
at the muskrats or to observe their 
neighbors taking off their coats at foot- 
ball games to know it’s a late fall. They 
have their own signs. The sale of com- 
mon boards is below the October aver- 
age. Human nature, being what it is, 
follows its own instincts. One instinct 
is not to fix up for winter until there’s 
something to fix up for. Come a 
stretch of squaw winter, and the sale 
of common lumber will take an upturn. 


Old Days Live Again 


HE INDUSTRY is_ becoming 
interested in and conscious of its 
picturesque history. The lumber 

woods have never quite caught the 
popular attention held by the cow 
country and the western gold mines; 
though it is not clear why this should 
be true. In courage, resourcefulness 
and accomplishment the lumberjack is 
the peer of any adventurer in the 
human story. 

Some years ago a group of lumber- 
men and others created a logging mu- 
seum at Rhinelander, Wis., in the area 
where lumbering reached perhaps its 
most picturesque heights. The under- 
taking was started by a local post of 
the American Legion. The College of 
Agriculture of the University of Wis- 
consin helped with the plan, the Rhine- 
lander Paper Co. furnished the loca- 
tion, and the Thunder Lake Lumber 
Co., the Robbins Flooring Co., the Sut- 
liff Lumber Co., the Rhinelander 
Builders Supply Co. and the city of 
Rhinelander contributed materials and 
labor. Many other people helped with 
the planning and the work, and in col- 
lecting exhibits. The museum consists 
of a logging camp that serves to house 
the smaller exhibits. Larger items, 
such as a steam hauler, big wheels 
used in skidding, a narrow-gage log- 
ging locomotive, sleighs, carts, bateaux, 
a road icer and the like are located 
on the grounds. Recently the Writers’ 
Program of the Works Project Ad- 
ministration has put out a brochure 
entitled “The Rhinelander Logging 
Museum” that describes the exhibits. 

Records of the museum show that 
the number of visitors increases 
steadily. Any lumberman interested in 
the early history of our great indus- 
try, who is near Rhinelander during 
the time from Memorial Day to Armis- 
tice Day, can spend some fascinating 
hours looking at the actual tools the 
jacks used in getting out the pine. 


A 
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Left: Office of the Wilbur Lumber Co. yard at Lowell, 

Ind. Below: Before and after views of front of remodeled 

house at Lowell. Complete job cost about $3500 and 

included new plumbing and heating systems. Materials 
were furnished by the Wilbur company 





The transformation of an aged and 
weatherbeaten house into a cozy and 
attractive home is the result of a com- 
plete remodeling job at Lowell, Ind. 
Plans and materials for the rejuvena- 
tion program were furnished by the lo- 
cal yard of the Wilbur Lumber Co. 

The owner of the property, a 
widow, acquired title through her pos- 
session of a mortgage which was long 
overdue. She proceeded to rebuild the 
house into a comfortable home for her- 
self and her unmarried daughter. 
The “before and after” pictures illus- 
trate the exterior improvements. ‘The 
interior was also revamped and com- 
pletely redecorated. There are four 
rooms and two enclosed porches down- 
stairs and two large bedrooms on the 
second floor. Total cost for the entire 


job including the installation of all 
new, modern plumbing and a new hot 
air furnace and heating system was 
approximately $3500. 

The owner expressed her complete 
satisfaction with the service rendered 
by the Wilbur Lumber Co. An archi- 
tect from the Wilbur headquarters at 
West Allis, Wis., came to Lowell to 
draw the plans. 

A. J. “Bart” Moxell, manager of 
the local yard has been affiliated with 
the Wilbur company for 41 years. His 
most valuable business asset, he be- 
lieves, is a great circle of friendships 
in Lowell and the surrounding terri- 
tory which he has developed during 
his many years of residence in that 
community. . Friendship and good 
service are most important in winning 


REJUVENATION OF 
| OLD HOUSE-WORK 
| of LUMBER DEALER 


and retaining customers, he counseled. 

According to Mr. Moxell the Low- 
ell yard has had a very successful busi- 
ness year. Last year a tornado in the 
Lowell area caused repairing and re- 
building activity to show a marked in- 
crease. Although there has been no 
further business created by the ele- 
ments, the upswing has been even 
more pronounced throughout this past 
season. 

At present the Wilbur yard is sup- 
plying the materials required to 
change a main street residence into a 
modern funeral home. The basic struc- 
ture is of brick, but extensive additions 
are being made of frame construc- 
tion. Arched doorways are replacing 
the old narrow ones, and dark, massive 
interior trim is being removed. 
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Sell Winter Comfort “Package” 


Home building service is the selling 
approach now stressed in the 1940 
lumber yard, and from it stems the 
sale of other types of service, rather 
than sporadic attempts to sell mate- 
rials. 

It is difficult, if not impossible, to 
dramatize a building material. It is 
comparatively easy to assemble into a 
“package” a group of building mate- 
rials, and sell them not for what they 
are, but as a tangible comfort or con- 
venience that a home owner can be 
m .de to understand and appreciate. 


"Package" Answer to a Need 


Selling winter comfort for the home 
is selling the complete answer to a 
need—in a “package.” That answer 
has for its essential component parts a 
heating plant, fuel, insulation, storm 
windows, storm doors, weatherstrip- 
ping and calking, and to a lesser ex- 
tent the servicing of roofs and exterior 
walls. 

“T can’t say,” remarked a middle 
western dealer, “that we sell coal. We 
deliver a lot of it; much more, in fact, 
than when we used to sell it. With us, 
coal is merely one of the items that go 
to make up our winter comfort service 
for our customers. 

“We stubbed our toes a number of 
times while we were developing the 
technique of selling winter comfort. It 
isn’t a plan that you can put to work 
efficiently as soon as you formulate it. 
It requires the development of a deli- 
cate sales technique. 

“We did some struggling at times, 
but we never had any doubt about the 
idea being sound. We forced ourselves 
to believe that it was our own incom- 
petence and not the plan that was 
wrong. 


How Plan Worked Elsewhere 


“The plan had to be right, because 
it was working in other types of re- 
tail business in our town. Let me give 
you a couple of examples of what I 
mean. I know what ‘sale of related 
items’ means, because I have seen cer- 
tain chain store systems operate the 
principle with varying degrees of suc- 
cess. One morning I went into a drug 
store in town to buy some safety razor 
blades. While the clerk was waiting 
on me he picked up a shaving brush, 


showed it to me, and asked me if I 
needed a new one. As far as I knew 
I didn’t need a new one. Then he 
asked me if I would try a new kind 
of shaving cream, a package of which 
he picked up. My answer was no. He 
kept on picking up other things, and 
when he had gone through everything 
a man can use in shaving himself, he 
started on another line. 


Untrained Salesman Fails 


“Now, somebody had told that 
young fellow that he had to sell every 
customer more than he came in to buy. 
The manner in which he did it, how- 
ever, was stupid. He gave me no in- 
formation at all, and he certainly failed 
to arouse my curiosity. 

“He was a pretty good lesson to me, 
because we had been trying to sell our 
fuel customers other things in pretty 
much the same way, although I am 
sure we never carried our suggestions 
to the point where we irritated the cus- 
tomer, and discouraged him from ever 
calling us again for fuel. We did han- 
dle new fuel inquiries, however, by 
asking them about insulation, weather- 
stripping, storm windows and storm 
doors, if we had a chance to ask all 
that. Whether we irritated our pros- 
pects or not, we seldom ever sold them 
anything more than the coal they asked 
for. We changed our approach, but 
stuck to the same idea. Instead of just 
suggesting the other items, we tried to 





"Doesn't fit the opening. Needs fitting." 


say a few words about their advan- 
tages in comfort and economy. 


Meets Expert "Package" Salesman 


“We seemed to be getting no fur- 
ther, and some time later I went to 
another store to buy a new package 
of safety razor blades. I did this more 
or less unconsciously. The related 
sales fellow had driven me away from 
his store, and without thinking I| 
drifted into an unfamiliar establish- 
ment. 

“When I asked for my blades, the 
clerk got them promptly, and while he 
was wrapping the small package, he 
asked me a question about my shaving. 
When I answered, he remarked that I 
was lucky to be able to shave that way. 
He had always had trouble shaving 
until recently. Then he launched into 
an interesting and educational speech 
on skin texture, dermatology, beards 
and chemistry that was all new to me. 

The fellow knew what he was talk- 
ing about, and he told me things I had 
never even thought of. When I walked 
out of there I had the only real idea 
I had ever had about shaving, and in- 
cidentally, I had about five dollars 
worth of merchandise. He hadn’t sold 
me one single item. He had sold me 
an idea for greater shaving comfort 
and the preservation of my skin, and 
given me the tools to operate with. 


Related Item Sales Demand Skill 


“Selling related items is all right if 
it is done intelligently. The clerk in 
the first drug store might have sold me 
a new brush if he had been able to tell 
me something about it that would have 
made me want it. It seems to me, 
however, that in our business we can 
go beyond that kind of selling. Prac- 
tically everything we handle can be 
assembled into a home comfort or con- 
venience package.” 

A sales technique cannot be de- 
scribed in a manner that permits any- 
one to imitate it. The principle used 
by this dealer can, however, he related 
briefly. When a prospect places an 
order for coal over the telephone, or 
when an order is received through per- 
sonal solicitation, an attempt is made 
to set the time of delivery one or two 
days away. The salesman at the yard 
then solicits the customer’s permission 
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to have a man call at his home to make 
an inspection, the result of which will 
better enable the company to supply 
the right kind of coal, and make sug- 
gestions for greater heat economy. 
This permission is usually easy to get. 

Arrived at the premises, the com- 
pany representative inspects the heat- 
ing plant, and renders a report. In the 
process of giving this report he deliv- 
ers an informative talk on the advan- 
tages of full winter comfort in the 
home and economy in heating. He 
plants the idea of more healthful con- 
ditions, better distribution of heat, 
elimination of drafts, and smaller fuel 
bills resulting from insulated walls and 
ceilings, weatherstripped windows and 
outside doors, and storm sash. 


Sells Better Living Conditions 


His point is to sell more pleasant 
home living conditions for the winter 
months. If he can sell the entire pack- 





"Glass is cracked. Needs replacing." 


age he does. Usually, it is impossible 
to sell the whole program at once, but 
generally it is possible to plan the sale 
over a period of a year or two, starting 
with storm windows, storm doors, and 
weatherstripping ; later adding insula- 
tion; and finally equipping the plant 
with an automatic stoker. The order 
of making the improvements which 
will eventually add up to winter com- 
fort is, of course, not standard. 
Recently, this dealer obtained an or- 
der for hard coal. The amount was 
$320, a sizeable order. Receiving per- 
mission to call on the customer before 
making delivery, it was found that he 
burned hard coal because he could 
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service his plant in the morning before 
going to his office, and except on ex- 
tremely cold days, neglect it until he 
arrived home in the evening. He esti- 
mated that janitor service which would 
be necessary with soft coal would cost 
him ninety dollars. 


Changes Coal, Sells Stoker 


The lumber yard representative be- 
gan talking winter comfort with the 
emphasis on a stoker as the item with 
which to start. The sale was made on 
the basis that paying a janitor the 
ninety dollars would permit the owner 
to get by with $230 worth of soft coal. 
He was told that a stoker could be 
installed for about $300, and that it 
would pay for itself against $230 worth 
of soft coal in about three years. The 
sale was made, and the owner got by 
with an average coal bill of $140 for 
each of the first two years the stoker 
was in operation. Thus, in these two 
years he paid $180 on the stoker in 
fuel savings against the cost of soft 
coal without it. The remaining items 
for full winter comfort were sold prac- 
tically without effort. 

Last spring the AMERICAN LUMBER- 
MAN presented an article dealing with 
merchandising ideas for screens. In 
that article a case was cited in which 
a dealer offered a free inspection serv- 
ice of screens in the early spring. He 
then presented the owner with an OK 
or with a list of repairs that should be 
made to the screens to insure proper 
functioning during the summer 
months. The screen business received 
did not pay for the time of the man 
doing the inspecting. The inspector, 
however, having access to the home, 
noted other deficiencies, particularly 
paint needs,- possibilities for basement 
and attic remodeling, and turned in 
leads which led to a large enough vol- 
ume of sales to more than justify the 
service. This dealer charged off the 
inspection service to promotion. 


Free Storm Sash Inspection 


The same dealer provides the same 
kind of inspection for storm sash and 
doors, with the same results. This 
dealer handles neither coal nor stokers, 


but has a working arrangement with a — 


coal and stoker dealer, whereby they 
exchange leads, and co-operate in sell- 
ing winter comfort. 

Another dealer points out that a 
bushel of coal, a cubic foot of natural 
gas or a gallon of fuel oil could be 
burned in the back yard with only 
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"Wood is exposed. Needs re-painting." 


very slight comfort to the family hud- 
died around it; that any of the same 
three units could be burned on the 
basement floor with only slightly bet- 
ter results; or that they could be 
burned in a stove in the living room 
with measurably better but still unsat- 
isfactory results. He develops his illus- 
trations through the phase of pipes on 
the wall and uninsulated ducts to radi- 
ators and fully insulated ducts. Then, 
he illustrates drafts through windows 
and doors not equipped with weather- 
stripping and storm units, and the 
amount of living space subtracted from 
the home because of cold conditions 
near the windows and doors. He illus- 
trates how heat units escape through 
uninsulated walls. Correction of these 
conditions together with the need of 
automatic stoking are pointed to as 
being just as necessary to economical, 
modern winter comfort as radiators 
and insulated ducts became thirty 
years ago. 

These dealers are selling an idea— 
a comfort and economy idea—that re- 
quires incidentally a “package” of ma- 
terials. 

Never in the course of making a 
sale do they permit the conversation 
to become involved with a discussion 
of costs per unit of any of the mate- 
rials that go to make up the kind of 
comfortable winter living conditions 
they are creating a desire for. 

When the price of full winter com- 
fort and maximum heating economy is 
quoted, it is given as a lump sum or 
broken down into costs for each of the 
major elements. 








BETTER SELLING 
Is Aim of New Yard's Layout 


There has been much said and 
written during the past few years on 
the subject of lumber yards keeping 
abreast of the times. When the Deal 
Lumber Co. at Laramie, Wyo., erected 
its new plant, recently thrown open to 
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RIGHT 
A glance at new 
shed of the Deal 
Lumber Co., Lara- 
mie, Wyo. 
LEFT 
J. W. Deal, Jr., 
manager of the 
new plant 


. 


the public, modern ideas of construc- 
tion played an important part in the 
work of building. As a result, Lara- 
mie has a new lumber yard that it 
can well be proud of, and one that is 
a credit to the industry. 

Last February J. W. Deal, Sr., pur- 
chased the Tri-State Lumber Co.’s 
yard in above city, which had been 
operated for a number of years by 
Jerry Jeremiassen. Mr. Deal, who 
had had a long record in the industry 
with the Long-Bell Lumber Co., had 
ideas as to the kind of lumber yard 
he wanted. So, early this year, he 
secured a site on the main street, just 
on the outskirts of the business sec- 
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tion, and began the work of erecting an 
uptodate building material establish- 
ment. J. W. Deal, Jr., who is asso- 
ciated with his father as manager, also 
had been connected with the Long- 
Bell company, and when his father 
purchased the Laramie business he 
was with that concern in Tulsa, Okla. 

In the first place, this new yard of 
the Deal Lumber Co. is compact, and 
presents a pleasing exterior appear- 
ance. On the corner is the office and 
sales building. The exterior is of 
white stucco, while plenty of window 
space, and the use of glass brick, gives 
abundant light inside the building. On 
the street side, connected with the of- 


BELOW: At left is a partial view of the sales 
room; at right, the customers’ consultation corner 
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fice building and running to the alley, 
is a long building used for warehouse 
purposes. Along the alley is another 
building, for millwork, connected with 
the warehouse on one side and with 
the lumber shed on the other. Thus, 
in the center is a large open space 
where customers can find plenty of 
parking room. The office building 
takes up the space on the fourth side. 

The room in the sales department 
just inside the doorway houses a num- 
ber of cabinets, in which are kept large 
stocks of building hardware, paint and 
other small items. An accompanying 
photo gives an idea of how these dis- 
play cabinets are built and arranged. 
The salesroom is 60 by 20 feet, while 
the building housing this salesroom 
and the offices is 132 by 235 feet. Dry 
wall construction is featured, playing 
up plywood. 

One section of the salesroom just 
back of the part used for the display 
cabinets is equipped for consultation 


Package Selling 


Since Spring, Edwardsburg Lumber 
& Coal Co., Edwardsburg, Mich., has 
been selling plumbing and during that 
length of time has sold several bath- 
room installations besides those auto- 
matically included in coniplete homes 
the company has built. 

States Roy Taylor, manager, “Han- 
dling plumbing equipment helps to de- 
velop remodeling jobs.” 

In the fall the com- 
pany began to sell heat- 
ing equipment and in one 
month had sold two 
installations besides the 
plants that were sold 
with package built 
homes. 

Advertised in the 
town’s weekly paper, 
and also in a monthly 
“Building Bulletin” that 
is sent to nearly every- 
one in the community, 
the heating equipment 
provides a leader for the 
advertisement of auxiliary fall sales 
items, such as, storm sash, insulating 
board, shingles for re-roofing, and coal. 
The bulletin is printed locally and Mr. 
Taylor says that it has proved to be a 
very successful business producer. 

Operating in a town of less than 400 
population it might seem that the Ed- 
wardsburg Lumber Co. would have a 
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with customers. Easy chairs are pro- 
vided, together with tables on which 
are arranged magazines and other 
literature having to do with home 
building. Cabinet space for plans also 
is provided. 

Just off this space are two private 
offices—one for the owner of the busi- 
ness, while the other is occupied by 
his son. To one side of the salesroom 
is the space allotted to the general 
office. 

One door opens out into the court 
yard, while large windows on two 
sides of Manager Deal’s office gives 
him a view of the court and the build- 
ings surrounding it. 

“We are selling the complete house,” 
said J. W. Deal, Jr. “In carrying out 
the job we are making use of modern 
merchandising methods We have two 
outside salesmen. We expect to keep 
those two men busy following up leads 
that come to us from our advertising, 
and from satisfied customers.” 
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Shortly after completion of the new 
yard an “open house” celebration was 
held, attended by several hundred 
people from Laramie and surrounding 
country. These people were asked to 
register, and to indicate whether or 
not they were interested in a new 
house, or needed repairs or remodeling 
at their homes. From these records a 
good number of prospects were se- 
cured. 

In the large space in the lumber 
shed a number of firms maintained 
exhibits on the opening day; and 
souvenirs were distributed. 

Deal company has as its business 
slogan, “Dependable Building Serv- 
ice.’ Complete stocks of lumber, build- 
ing hardware, paint, glass, wallboard, 
plaster, roofing and cement are car- 
ried. “We are well pleased with the 
start we have already made in Lara- 
mie,” said Mr. Deal, “and the outlook 
for our business growing steadily is 
more than promising.” 


Includes Plumbing and Heating 


hard job selling enough plumbing and 
heating equipment to make it worth 
the effort. But the company really 
depends upon the “lake trade’ for 
most of these sales. In a sense, the 
business is a suburban business, for 
Edwardsburg is 14 miles from South 
Bend and 8 miles from Elkhart, with 
Mishawaka in between. The com- 








bined populations of those three man- 
ufacturing towns is approximately 
165,000. Many of the people who work 
in those towns live in Edwardsburg 
or around the 10 lakes that are within 
a six mile radius of the lumber com- 
pany. 

Ordinarily “lake resort” trade might 
not be considered a good market for 


plumbing and heating, but in this case 
most of the people are building perma- 
nent all-year-around homes. One re- 
cently built house, for example, was a 
$30,000 home which is a real structure 
in any community. 

Due to the difficulty of qualifying 
for FHA requirements on this outly- 
ing property, most of the homes are 
financed through local 
building and loan asso- 
ciations. Remodeling 
jobs, however, are fi- 
nanced through FHA. 

As an aid to selling 
plumbing fixtures, the 
lumber company has in- 
stalled one of the finest 
window displays to be 
seen for miles around. 
They have a heating 
plant set up in a room 
off the main driveway 
for displaying furnace 
equipment to prospective 
customers. In this same 
room they have a shell of the type of 
rowboat they also sell in the lake re- 
gion. The fact that they make boats 
draws a certain number of customers 
to them every year, whereupon they 
have an opportunity to sell some of 
their other products. Last year, 40 
rowboats were sold, and this year, 16 
more. 
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In front of J. G. Roy Lumber Co. yard at Chicopee, 
Mass, is seen its roll-off trailer 


Some of the boys look upon specula- 
tive building as a mixture of Dick 
Turpin and Old Dog Tray; combin- 
ing the less fragrant features of both. 
Others, of course, look upon it as 
heaven’s gift to deserving lumbermen. 
You pays your money and you takes 
your choice. 

Whether it’s Litle Eva or the femme 
fatale of the industry, you’re likely to 
be noticing the lady around in the 
neighborhood. It’s in the cards. 

Our guess, for what it’s worth, is 
that from here out Government low- 
cost housing isn’t going to be started 
in so many races. Not, at least, while 
the National Defense program is rid- 
ing high. 

Public low-cost housing is a tool 
that may have its uses when markets 
are sagging and men are out of work; 
getting shelter for people who can’t 
pay the usual rents and putting wages 
into otherwise empty pockets. But, 
according to the theories we’ve met, 
this kind of public works is useful only 
in depressions and should be saved for 
those uncomfortable periods. And, ac- 
cording to economists who should 
know, we’re pretty well cleaned up on 
this depression. What remains should 
be liquidated by preparedness. A lot 
of economic push will be taken out of 
the slum-clearance and similar low- 
cost-housing areas of public works. 

But this doesn’t mean that there 
will be a sudden plenty of houses. 
Uncle Sam will have to build some, in 
shipyard and munitions centers ; which 
will be a different breed of cats from 
the slum-clearance projects. And in 
other places, where dwellings are 
needed, some one besides Uncle will 
have to do the job. 

This is where the speculative builder 
hitches on. He finds some factors 
pulling for him. Many of the prospec- 
tive owners are case-hardened renters ; 
used to looking at a house, not a blue- 


print, before signing the lease. They 
can be interested in completed homes 
handed to them on payments made like 
rents, and retailers may as well take 
them into account. 

The Realm has heard lately about 
several mass-building jobs in which 
local yards had no chance to share. 
One yard owner said his overhead 
jumped seven or eight percent one 
year because an outside concern 
brought in materials and labor and 





pinched off part of his normal market. 
He couldn’t reduce expenses to match 
reduction in volume. 

But some of these jobs are locally 
promoted, and the town yards are 
given a chance. This is the point where 
the dealer needs all his experience and 
his ability to think fast. If he holds 
back, hoping the idea will go away, or 
if he objects to everything that isn’t 
like the familiar methods of building 
for one customer, the impatient pro- 
moter may give him up as a bad job 
and go to outside sources. If, however, 
he gets too meek about it he may find 
himself supplying only the framing 


stock on which he makes little profit at 


best. Again, in his enthusiasm, he 
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may find himself involved in a poorly 
financed undertaking where the 
chances of getting paid are not so 
good. One retailer told us that in 
making a routine check, he caught a 
good many errors before they became 
serious, won the gratitude of the pro- 
moter and turned out an acceptable 
building project. The promoter knew 
little about building, but was a natural 
salesman; and that ability, added to 
the lumberman’s technical knowledge 
of materials and factors of construc- 
tion, made a successful combination. 
Several weeks ago the Realm visited 
Chicopee, Mass., and looked over a 
project where a lumberman of skill 
and courage was of much protective 
service not gnly to his own company 





E. F. SCHINCK, of J. G. Roy Lumber 
Co., standing in front of model low- 
cost home 





but also to the promoter. Chicopee is a 
near neighbor of Springfield, one of 
the noted industrial centers of New 
England. The Springfield arsenal is 
being enlarged, and Chicopee has got- 
ten a great air field. Other industries 
in the area are sharing largely in the 
Defense program, creating a pressure 
for the housing of workers. 

At the time of our visit, the Chico- 
pee undertaking had 28 houses under 
way or completed and had ground 
space and plans to raise the number to 
100. At first glance, the type of house 
isn’t too interesting to a lumberman; 
and the J..G. Roy Lumber Co., of 
Chicopee, which furnished much of the 
material, refused to come in until the 
FHA and outside engineering experts 
approved the plans for that locality 
and climate. The houses have no base- 
ments, an innovation for New Eng- 
land. They have cinder-block walls. 
The floors are concrete, finished with 
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Speculative Building May Re- 
turn as Industry Speeds Up 


Here’s How a Leading Massachusetts Lumber 
Dealer Handled a Locally Promoted 
Mass - Housing Project 


a special kind of synthetic covering. 
The inside walls are dry-built, and 
each house uses about 1,500 feet of 
framing lumber. The Roy company 
did not handle the cinder block, a 
locally produced material. But the total 
of the materials supplied through the 
yard was considerable, was ethically 
handled on a yard basis and carried a 





fair profit. E. F. Schinck handled the 
business for the yard. 

Mr. Schinck gave much time and 
thought to these sales, following them 
all the way through to their remotest 
details. He did it in a co-operative 
spirit ; on the theory that if the project 
was to be right, the details had to be 
right first. Here is a single instance 
by way of illustration of his looking 
out for his own company, the builder 
and the customer. In bidding on the 
windows for one block of houses, Mr. 
Schinck learned he was some $280 
higher than the bid of some outside 
concern that was unknown to him. He 
was told he’d have to be counted out 
on that item. He replied in a friendly 
and courteous way that in the event he 
lost the windows, he would be obliged 
to withdraw his bids on all other ma- 
terials. This extra cost of the sash, he 
said, when broken down, would add 
but a few dollars to each house. He 
knew his price was fair for the quality 
he proposed to deliver. If windows 


have inferior materials and workman- 
ship they soon give way. Poor mill- 
work infuriates an owner, reduces re- 
sale value and creates the reputation of 
bad faith in the whole project. He 
wanted no part in a building plan that 
might bring discredit on building and 
home ownership in a community in 
which he expected to continue to do 





Hand truck used 

about the J. G. 

Roy Lumber Co. 
yard 





business. Furthermore, he added, the 
business of seeing the project through 
meant a large amount of service, office 
work and special handling. He could 
not undertake this if his sales were to 
be limited to.a few items that unknown 
outsiders did not care to handle. So 
he sold the windows at the bid price. 
Incidentally, this is a rather good illus- 
tration of the difference between a cre- 
ative salesman and a freight handler. 
Freight handling in the nature of 
things, is not a very highly paid pro- 
fession. In our business, it involves 
no sense of responsibility to the buyer, 
except laying down the goods and 
none at all to the ultimate owner. It 
takes no long view of the future of the 
industry. It has, and wants, no share 
in the creative aspects of sales. 

The J. G. Roy Lumber Co. is a big 
organization. Ten or a dozen years 





Special yard planer at plant of the J. 
G. Roy Lumber Co., Chicopee, Mass. 


ago, it won the award made by the 
Northeastern association in the “best 
yard” contest. While the company has 
a large trade in home-building mate- 
rials, it does a still larger business in 
industrial sales. All materials except 
heavy timbers are kept under roof, in 
the extensive sheds and warehouses. 
There is a well-engineered planing 
mill, with ample space and light, and 
with all machines individually motored. 
There is a special shop for lumber re- 
manufacture. The company has its 
own dry kilns and its own cranes and 
dipping vats for the preservative treat- 
ment of lumber. 

This company handles a large vol- 
ume of hardwood in many species, 
both for industrial customers and for 
custom millwork. It has an extensive 
trade in bowling alleys; designing and 
building the complete job. At the time 
of our visit, a reddish and very dense 
South American hardwood was being 
run into flooring, creeping slowly 
through the planer. 

Mr. Schinck believes the time is ap- 
proaching when, in one way or an- 
other, retailers will have to have a 
larger control of house construction ; 
to be sure of the right development of 
the market, the right quality, con- 
struction and prices. So far, as we un- 
derstand it, the Roy company does no 
building and works entirely through 
contractors. There is a company in 
Springfield, organized by three of the 
Roy brothers, engaged in construction ; 
chiefly large industrial building. There 
is no inter-organization between the 
two companies; no price concessions, 
no sales understanding. This is con- 
sidered only fair to other contractors, 
everybody being on a common level. 
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What Dealers Told a Local Reporter 


A rather enterprising and informa- 
tive stunt was recently “pulled” by 
the Chronicle-Tribune, published in 
Marion, Ind., a city of about 25,000, 
which sent out a reporter to canvass 
the local lumber and building material 
dealers, contractors, and other repre- 
sentatives of the building industry, par- 
ticularly as related to homes in the 
lower cost brackets. The purpose of 
these interviews was to secure prac- 
tical, first-hand tips, from men who 
know, as to some of the ways by which 
costs may be kept down. 

Naturally, the preliminary planning 
of a house looms large in any “econ- 
omy” building program. Frills some- 
times must be eliminated in favor of 
essentials. It is well for the prospec- 
tive owner to decide on what features, 
conveniences, etc., he wants, or feels 
that he must have, and then “cut his 


cloth” accordingly. That’s the basis 
on which this survey was made, and 
here are some of the tips or hints 
which the reporter dug up, and which 
we here pass along, with the thought 
that they may give a dealer, here and 
there, some “talking points” to use 
with prospects who can’t see why a 
$3,500 house shouldn’t have everything 
that is incorporated into homes cost- 
ing twice as much. Here are some of 
the things the reporter was told: 

A square is the most economical 
form in which a given amount of 
space may be enclosed. 

A low-pitched roof tosts less than 
a high one. A roof without dormer 
windows costs less than one with dor- 
mers. 

A front hall is pleasant, but you 
can’t live in it and it may greatly in- 
crease the cost of the house. 








The bugaboo of tak- 
ing inventory of roof- 
ing has been lessened 
nearly 100 percent by 
Russell Dye of the 
Monon (Ind.) Lumber 
Co. through a method 
of storing metal roof- 
ing stock so that the 
supply on hand can be 
quickly ascertained. 

The accompanying 
picture shows how the 
roofing is piled flat in 
bins in ten-piece 
groups, The bins were 
made a little extra 
wide to permit the 
staggering of groups 
for rapid counting in 
taking inventory. Dif- 
ferent lengths of roof- 
ing are kept in sepa- 
rate bins. 








Heres a Timely Tip 

















The fewer the outside corners the 
lower the cost of the house. A rec- 
tangular house is cheaper than an L 
shaped one. 


An elaborate exterior cornice re- 
quires expensive material and a great 
deal of labor. Its value is purely 
ornamental. 


Standard wood construction pro- 
duces the lowest cost house. A wood 
house will last your lifetime . .. and 
then some. 


A full basement adds at least $250 
to your house. For that amount you 
may build an extra room above ground 
if you wish. 

If you are building a basement, a 
sloping lot requires less excavation 
than a flat one. 

Room sizes which conform to the 
standard lengths of lumber produce a 
house which may be built with less 
waste . . . less labor. 


Bay windows are very beautiful, but 
they cost more than twice as much as 
the ordinary kind. 


You are not required to have a fire- 
place to have a pleasant new home. 
Simple fireplaces add at least $75 to 
your cost. 

An inside chimney costs less to 
build than a decorative one on the ex- 
terior. 


Be sure that your plans call for 
nothing but “stock” windows and 
other millwork. Special millwork has 
no place in a low-cost house. 


The lower grades of flooring look 
just as well when finished and serve 
just as well . . . they cost less, but last 
as long. 

Watch your door pattern. Some 
doors cost less than others, but you 
can’t tell the difference when the house 
is finished. 

Stained woodwork is cheaper than 
painted. There are many interesting 
new light stain treatments which will 
save decorating money. 


If you have to eliminate a room 
make it the dining room. 


A short driveway costs much less than 
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a long one. Watch the garage loca- 
tion .. . you may easily double drive- 
way costs to no advantage. 

A good bathroom can be built with- 
out tile walls. You may add tile later 
but you will save at least $75 by leav- 
ing it out. 


Game Tables Find Favor As 
Christmas Specialty 


Begin now to gather ideas for culti- 
vating Christmas trade. The more 
people the lumber dealer can get ac- 
quainted with at the holiday season 
the more potential customers he will 
have for-the coming year. That’s why 
it pays him to push various specialty 
items during the Christmas period. 

For example, last year, the Barr 
Lumber Co.,-Denver, Colo., promoted 
tennis tables. A substantial volume of 
extra business was created, and at the 
same time the company gained con- 
tacts with many new people who were 
prospects for home building and re- 
modeling. In some cases, immediate 
extra sales of paint and other small 
supplies were made to customers 
brought in by the tennis tables. 

The suggested gift merchandise was 
promoted through a newspaper adver- 
tisement which offered the table at a 
special price.. The advertisement sug- 
gested the table as an ideal holiday 
gift, pointing out that table tennis is 
becoming increasingly popular, and 
that the table could also be used for 
many other purposes. 








Redwood Click Contest Ties | 


Up With Local Dealers 

SAN FRANCISCO, CALIF., Oct. 26.— 
Retail lumber dealers throughout the 
nation are slated to become the focal 
point of interest to the country’s legion 
of camera enthusiasts. 

As a part of a new advertising cam- 
paign, Philip T. Farnsworth, advertis- 
ing counsel for the California Red- 
wood Association, announces its new 
photographic purchase plan, which en- 
lists the aid of both amateur and pro- 
fessional photographers in obtaining 
photographs of redwood subjects. 

This nationwide photographic hunt 


for. redwood subjects has threefold ad- 


vantage to lumbermen. The _ photo- 
graphs will be used to promote the use 
of redwood and gain greater accept- 
ance for it arnong the dealers’ custo- 
mers; they will be used in magazine 
publicity, similar to that appearing 
each month in national home building 
magazines, and contest rules are so 


planned as to establish local lumber 
yards as the place to find experts on 
building materials. 

Photographs from all parts of the 
country are eligible. When submitted 
according to its rules, the association 
committee on photographs will pay $5 
for each photograph accepted. 

The photographic purchase plan is 
being announced through 65,000 cop- 
ies of the little Silent Salesmen of the 
association now being distributed 
through the yards of hundreds of pro- 
gressive lumbermen throughout the 
country. The twelve leading photo- 
graphic magazines, reaching over 300,- 
000 amateur and professional photog- 
raphers, will outline the plan. And 
letters will be sent directly to a selected 
list of expert amateurs and profession- 
als whose work is known to be of out- 
standing merit. 

Informative material from the com- 
mittee describes the type of subject 
matter wanted. It points out that red- 
wood is widely used as a material of 
construction in such heavy industrial 
uses as cooling towers, tanks and vats, 
as well as in residential building, and 
that the committee wishes to obtain a 
large number of photographs showing 
redwood lumber in such usage, partic- 
ularly in heavy industry. 

Suggestions for locating and identi- 
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fying redwood subject material ties the 
local yards in with the plan, by advis- 
ing photographers that “if you are in 
doubt as to whether or not a wood 
used in a particular structure is red- 
wood, ask your lumber dealer to iden- 
tify it for you.” Building contractors 
and architects can also help in such 
identification, it is added. 

Information and rules of the photo- 
graphic purchase plan may be obtained 
by written request to the California 
Redwood Association, 405 Montgom- 
ery Street, San Francisco, Calif. 





Yard Has Giant Blackboad 
for Special Offers 


Each Friday, Torrington, Wyo., has 
a “Community Sale,” ranchers coming 
to town from as far distant as 100 
miles. Many of these bargain-seeking 
visitors have formed the habit of drop- 
ping past the Foster Lumber Co. yard, 
to see what offers are posted on the 
yard’s blackboard. Facing the street, 
and visible for a block or more, is the 
immense board, 6 feet wide by 25 feet 
long, a solid mass of black except for 
the single words, “Specials,” in black 
letters on white. 

“The plan,” related the yard man- 
ager, “is to have one or more specials 








rob unwary retailers. 


Be on guard for them. 


RACKET NO. 4—Rubber Checks 


NOTE—This is the fourth in a series of exposures of common rackets that 


In the old days the bad-check passer contented himself with either 
forging somebody else’s prominent name or signing a fictitious name, 
depending upon a persuasive tongue to hook the dealer. 
gradually became so hard-boiled about cashing checks for strangers that 
the bad-check passer had to put a finer finish on his work to dispel 
suspicion. The two methods here described are the most persistent. 


Dealers 








A personable stranger offers a check, apparently certified, on a well 
known bank. Printed on the check is the name of a company in a 
distant city. The check is made out to the stranger. After endorsing 
it, he gives it in exchange for merchandise and cash. The check comes 
back. To make it seem genuine, the check is signed by an assistant 
treasurer, checked by an auditor and payment authorized by a comp- 
troller. The amount is usually odd, like $34.60, and sometimes a nota- 
tion, “Payroll Account,” appears on the check to make it seem that the 
non-existent corporation gave it in payment of wages. 

Another trick used frequently is to offer a check on a local bank 
bearing the printed name and address of the maker, usually an architect 
or other honored profession. The stranger’s impressive appearance and 
manner, coupled with the business-like check, allay suspicion—until 
the dealer tries to deposit it, when he finds that the writing has dis- 
appeared, for the crook used invisible ink. 

















listed on the board—in large letters 
that can be read many yards distant— 
for each week. We put them on to 
catch the first Friday arrivals for the 
sale, and they stay on a week. 

“We find the board a first-class 
medium for the quick disposal of odds 
and ends of stock.” 





Prayer in a Lumber Yard— 
Business and Religion Mix 


Unique among methods to build a 
successful lumber business and estab- 
lish a loyal organization personnel is 
the 4-year-old plan of George L. East- 
man, president of the Security Mate- 
rials Co., of Los Angeles, Calif. Mr. 
Eastman has made a profitable applica- 
tion of daily prayer in the conduct of 
his business, which has expanded 
through methods and principles mo- 
tivated by faith in the power of religion. 
Said Mr. Eastman recently: 

“In 1936 I asked our 100 employees 
in our yards and office if they would 
like to meet with me every morning, 
before work, in a period of prayer to 
give thanks and ask for wisdom and 
guidance. They responded whole- 
heartedly, and it has made every dif- 
ference in the world in our business. 
Since then we’ve held daily devotional 
meetings. Once each week we meet 
in the lumber yard, the rest of -the 
time, we hold a brief service in the 
office.”’ 

About a year after this religion-in- 
business idea was started, some of the 
employees joined the union. They in- 
formed Mr. Eastman of their action. 
With the business of selling lumber and 
other building materials established on 
this foundation, the question of em- 
ployee unionism was faced directly. “TI 
told them to go right ahead,” says Mr. 
Eastman, “but to speak their minds 
and beliefs in the union meetings.” 

“Tt has actually helped the union, 
as well as our business,” Mr. Eastman 
told an inquirer recently. 

Mr. Eastman has spread the gospel 
of a lumber enterprise based on prayer 
in many talks before business and civic 
groups, explaining in down-to-earth 
language the success of his technique 
and the tangible profits he has with- 
drawn by this religious investment. He 
recently attended the Missouri Na- 
tional Preaching Mission at Kansas 
City, where Dr. E. Stanley Jones, 
famed missionary and religious leader, 
was the featured speaker. Mr. East- 
man was a lay speaker at the gather- 
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ing, and spoke daily in the interests of 
practical applications of religion to 
business. 





Natural Gas Entry Opposed 
by Wisconsin Retailers 

WasuHincrTon, D. C., Oct. 28.—The 
Western Natural Gas Co. has been 
granted permission by the Federal 
Power Commission to construct an 
800-mile natural gas pipe line, esti- 
mated to cost more than $25,000,000, 
for carrying natural gas from the 
Hugoton field in Kansas to Milwaukee. 

The applicant states that, while there 
now exist no facilities for the trans- 
portation or sale of natural gas in the 
area proposed to be served, these Wis- 
consin communities constitute part of 
a market in which natural gas is al- 
ready being served by another natural 
gas corporation. 

This action is of interest to Wiscon- 
sin fuel dealers, who include many re- 
tail lumber yard operators, who have 
opposed bringing natural gas into the 
State, arguing that this fuel can be 
established only by replacing other 
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fuels now in use, among them coal 
products and fuel oil, threatening un- 
employment to their communities. It 
is pointed out by the lumber and fuel 
dealers that natural gas does not cre- 
ate business in substantial volume for 
truck manufacturers, distributors, or 
repairmen, or for yard and dock equip- 
ment, tools, furnishings and supplies, 
boats and railroad rolling stock— 
whereas existing fuels do create all this 
related business activity. 





Lumber Firm Paints "Sky Sign" 
on Its Shed Roof 


Recently by order of the city coun- 
cil, and by co-operation of Schneider 
Bros., lumber dealers at Monroeville, 
Ohio, the name of that town has been 
painted, in huge yellow letters on the 
roof of the firm’s big lumber shed. 
This is for the benefit of aviators fly- 
ing over that area, helping them to 
check their course. One pilot has re- 
ported that the letters were plainly vis- 
ible at an altitude of 2,000 feet. A 
number of other yards in various parts 
of the country have done likewise. 















however, we 


West State at 16th Street 











8 New Ones... and Waste 
Space to Useful ! 


Save steps and cnergy in a mod- 
ern, efficient kiichen — remodel 
your living room. dining room. 
bathroom and bring your home 
up to date in comfort. beauty and 
convenience! Let Westons show 
you how! We have plans. advice 
and experience ... everything to 
make your home new! 


USE OUR BUDGET PLAN 
IT’S EASY TO MAKE REPAIRS— 


We pay the Carpenter and the Painter, but not the 
butcher and the baker. Getting down to facts, 
pay the carpenter, plumber. painter, 
electrician, etc.. for their time and materials, and 
you pay only us .+.e 
covers everything. 


UNDER OUR BUDGET PLAN— 


you make a small own payment with 
the order: then casy monthly pay- 
ments which you will hardly notice. 
Meanwhile you will enjoy the benc- 
fits of your purchases. 


DON'T PUT OFF THOSE REPAIRS— 
Come in today or tomorrow, tell us 
what you want to buy, and we will 


e e J 
show you how simple and easy it is tion, illustrations, 
to have the things you want on our 
Budget Plan. 


A. WESTON LUMBER CO. 





Always an appro- 
priate theme for 
the lumber dealer 
to play upon is the 
perennial topic of 
remodeling, mod- 
ernization and 


repairs 
wee Change Old Rooms To Especially timely is 
gage the theme for the 


next few weeks, for 
what could be a 
nicer Christmas 
present for the 
wife or mother 
than a new kitchen, 
bathroom, or per- 
haps a remodeled 
living room? 


The newspaper ad- 
vertisement oppo- 
site, of the A. 
Weston Lumber 
Co., Olean, N. Y., 
is selected for re- 
production be- 
cause it so well 
presents, by cap- 


one small monthly payment 


and text, reasons 
well calculated to 
induce early action 
by hesitant house- 
holders 


Olean, New York 
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Two-Level Drive for Loading 
Trucks at Floor Height 


Instead of raising the floor level of the 
section of the storage shed used to house 
cement to a point at which sacks of 
cement can be loaded and unloaded to and 





Showing the two levels, with hand cart 
on the lower one 


from trucks at truck floor height, A. H. 
Voight, retail lumber and fuel dealer of 
Valders, Wis., dropped the level of the 
concrete driveway. The driveway is 
about twenty-five feet wide, and extends 
the entire length of the shed. At the rear, 
the level of the drive tapers off slowly to 
a distance equal to truck body height, and 
wide enough to accommodate a truck. The 
accompanying photograph shows a hand 
cart on the depressed level, with the main 
driveway at its normal level in the fore- 
ground. 





Boiled Down, Dealers Speak 
a Common Language 


In a recent communication a lumber- 
man told us confidentially that all the lo- 
cal troubles rose from the fact that there 
were five yards where there should be 
not more than three. Two didn’t amount 
to much, to be sure; but they sold some 
stuff and were so hungry for business 
that they never could be relied upon to 
follow ethical lines. The simplest under- 
standing wouldn’t stick; such as a uni- 
form discount to contractors. You never 
knew where you were nor how long 
you’d be there. 

Well, it’s probably funny of us; but 
this story of local competition reassured 
us no end. For some obscure reason it 


recalled a tale the late Douglas Malloch, - 


the Lumberman Poet, used to tell. 
During the first World War an Ameri- 
can chaplain, wanting to prove to the 
boys that he was a regular fellow, went 
over the top with them one night. A 
shell exploding near by knocked him out. 
He presently came to, found he wasn’t 
hurt but couldn’t make directions come 
straight. He crawled in the darkness to- 
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ward what he hoped were the American 
lines; and, coming to a dugout, he list- 
ened carefully. An American voice said, 
“Who the @c*-# led that ace?” “Thank 
God,” the chaplain sighed in relief, “I am 
among Christian men!” 

Not for a moment would we minimize 
the pains of local competition. But, after 
all, there has been local competition as 
long as there’s been an industry. If we 
don’t have it licked, we do know more or 
less how to live with it. It’s something 
in a world of fifth columns, bombed refu- 
gees, wars of nerves, food blockades etc. 
to know that our chief local enemy is, so 
to speak, a familiar friend. 





Here's An Idea for Literary 
Lumberman 


HE COUNTRY TOWN is being 
rediscovered by publishers. A whole 
string of popular books has ap- 

peared, written by country doctors, coun- 
try lawyers, country newspaper men. The 
books are creating quite a stir; largely 
because human nature is the most inter- 
esting thing in the world, and because 
human nature in the small town is more 
natural, if you know what we mean, than 
it is anywhere else. It’s less coated over 
with “side” or “front,” and less warped 
by the artificial conditions of the big 
town. When country people get hungry, 
they cook some food instead of going to 
the Plaza. They grow the vegetables. 
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When weeds appear, they hoe them out. 
If the house gets cold, they mend the fire 
instead of telephoning the janitor. In no 
place, to be sure, is American life wholly 
self-sufficient. At least we have few Rob- 
inson Crusoes. But it comes nearer to 
being full circle in the country. 

So we’re suggesting a biography by a 
country lumber retailer. He has the 
chance to see American life at its domes- 
tic best. The doctor or the lawyer meets 
his neighbors at times of crisis, when 
trouble overtakes them. The lumberman, 
however, sees them in moments of ambi- 
tion; the flowering point of thrift. He 
sees them working to give children oppor- 
tunities ; to make grandma comfortable in 
her old age; to set by an equity against 
their own advancing years. Few things 
bring out the hidden pattern of life among 
such folk more clearly than the cautious, 
often timid, investigation to see if re- 
sources are equal to owning a home. The 
country lumber dealer sees youngsters 
start in a cottage that expands with in- 
creased responsibilities and resources. A 
house, more nearly than any other mate- 
rial possession, takes on the personality 
of the owner. It reflects his horizons and 
his character. It becomes his index, his 
biography. A lumberman, by his very 
occupation, deals constantly with these 
things. So—let’s have “The Story of a 
Country Lumberman.” 





To nis dog, every man is a Washing- 
ton. Hence the popularity of dogs. 





This home-made door 
rack in the office of 
the Edwards Lumber 
Co., Muskegon, 
Mich., is a_ fitting 
complement to neat 
displays of paint, 
builders’ hardware, 
insulation board and 
knotty pine. Anchor- 
ed to the wall across 
the office from the 
main entrance from 
the street, it contains 
14 doors of different 
styles. The wood 
frame is carefully fin- 
ished, and stained to 
match the woodwork 
of the office. Doors 
can be swung easily 
and quickly during a 
demonstration of va- 
rious types, and com- 
parisons can be made 
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Building Index Keeps 


Construction for First Nine 
Months 1940 Largest 
Since 1931 


The year 1940 has been the largest con- 
struction year since 1931, and the largest 
residential building year since 1929. Dollar 
volume of construction contracts awarded in 
the 37 States east of the Rocky Mountains, 
during the first 9 months of this year, in- 
creased 5% percent over the corresponding 
period of 1939, according to F. W. Dodge 
Corporation. The comparative figures were 
$2,784,352,000 for the first 9 months of this 
year and $2,634,802,000 for the first 9 
months of 1939. 

The increase came largely in the third 
quarter of the year, stimulated by the na- 
tional defense program, which has imparted 
an acceleration to construction activity likely 
to continue through the final quarter of 194C 
and well into the first half of next year. 
First quarter contracts this year ran 13 per- 
cent behind the first quarter of 1939; second 
quarter contracts ran 3 percent ahead of 
last year’s second quartey; this year’s third 
quarter ran 24 percent ahead of the third 
quarter of 1939. 

This year’s nine-months’ net gain over 
last year, amounting to $150,000,000, in- 


now filling the gap left by the tapering off 
of our earlier public works programs. De- 
fense construction includes building and en- 
gineering struct res of nearly all the im- 
portant classifi ations, such as industrial, 
residential, hosp tal, educational, and admin- 
istrative buildin s, as well as various kinds 
of engineering vork. Defense construction 
has thus far litt.» more than made a start; 
continued gains n the fourth quarter are 
likely to bring th year’s construction total 
to a figure 7 to 10 nercent greater than last 
year’s final figure. 1: addition to continued 
defense construction projects in 1941, in- 
creased industrial activity 2nd employment 
are likely to stimulate increase? demand for 
private building next year, unless building 
costs should rise too rapidly.” 





Group Undertakes Local 
Home Building Project 


Manitowoc, Wis., Oct. 28.—A program 
to make available low-cost housing to meet 
local conditions will be prepared by a special 
committee named recently by the Manitowcec 
Master Builders, a local group of lumber 
retailers, painters, and others in the building 
field. 


A survey has revealed that undivided 
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Climbing 


ments have been featuring the various types 
of services offered the home builder, as well 
as to those whose homes need moderniza- 
tion. 





Charges Disproportionate 
Material Cost Advance 


Wasuinecton, D. C., Oct. 28.—It is as- 
serted that costs of building materials in re- 
cent years have steadily remained higher 
than prices of other commodities—accord- 
ing to an analysis in the annual report of the 
Federal Home Loan Bank Board for the 
fiscal year 1940, to be published later this 
year. The analysis traces the course of ma- 
terial prices during the period of depression 
and recovery. 

“In the last few years the demand for 
homes was supported by a continuous de- 
crease in financing costs, which, together 
with the smaller down-payments and longer 
amortized periods, made homes available at 
easier terms than at any other time in our 
history,” the report will say. 

“In contrast, building costs have failed to 
show any appreciable reduction. On the 
down-grade of the business cycle, from 1929 
to 1933, prices of building materials fell less 
than prices of most other commodities. Nev- 








This model home, of which front and back views are shown, 
was erected at South Haven, Mich. It was open for inspec- 
tion for two weeks, an invitation to the public being extended 
by a large sign which read: "New home of Mr. and Mrs. Ivan 
Stein. Material by Michigan Shore Lumber & Supply Co. 
A. Konrath, contractor." 
$3,100. The new owners were so delighted with their fine 


Built to FHA standards. 














Price was 


home that, although electrical installation had not been fully 

completed and no furniture had been moved in, Mrs. Stein, 

at the time of the photographer's visit, was enjoying the 

modern kitchen conveniences provided, while Mr. Stein was 

busily preparing the lawn for seeding. Michigan Shore has 

the basement in for another FHA house nearby, and a sign 
will invite public inspection as the work proceeds 





cluded gains of $50,000,000 in commercial 
buildings, $114,000,000 in manufacturing 
building, and $125,000,000 in residential build- 
building, and $15,000,000 in residential build- 
ing; partially offsetting these gains were de- 
clines of $94,000,000 in public and institu- 
tional buildings and $45,000,000 in heavy 
engineering construction (public works and 
utilities). Private-ownership projects as a 
whole gained by $222,000,000, while public- 
ownership projects declined by $72,000,009. 

Commenting on the year’s contract record, 
Thomas S. Holden, vice president in charge 
of statistics and research for F. W. Dodge 
Corporation, states: 

“Construction for the defense program is 


acreage and lots in the city limits are suffi- 
cient to take care of the needs of the city 
for many years to come. ; 

It was stated that the Master Builders 
are working out a program to take care of 
the local housing needs as they arise, and 
to provide homes for persons of all income 
groups, the type of dwelling to be deter- 
mined by the amount of money which the 
individual cares to spend. Financing through 
building and loans and the FHA is contem- 
plated. 

The Master Builders group has been 
sponsoring full-page, 
ments in the Herald-Times, local daily news- 
paper, once each week. These advertise- 


two-color advertise-’ 


ertheless, when prices generally turned up- 
ward after 1933, building materials rose 
more rapidly in price than other commodi- 
ties. From 1935 to 1939, the index of build- 
ing material prices fluctuated between 85 
and 95 percent of the 1926 level, about 10 
points above the general wholesale price 
index, After the war began, prices again 
showed a rapid increase from this high level. 
The index of material prices rose from 
89.7 in July, 1939, to 90.9 in September, 
93.0 in November, and 93.4 in January, 1940. 

“Although the war-created scramble for 
commodities had come to a halt as early as 
November, 1939, prices for many building 
materials remained on a high level and in 
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June, 1940, the index compiled by the De- 
partment of Labor still stood at 92.4, or 2.9 
points above the index of June, 1939. The 
price rise of some building materials—such 
as lumber, lime and crushed stone—was even 
much more marked than the average. On 
the other hand, prices for window glass fell 
from $6.33, per unit selected, in October, 1939, 
to $4.78 in June, 1940.” 

The Federal Home Loan Bank Board’s 
cost index for materials in a standard house 
increased from 102.5 in June, 1939, to 104.4 
in June, 1940. Labor costs moved down- 
ward from 111.3 to 109.7, but they were still 
about 10 percent above the average of 1936. 
The index of total costs last June was 
slightly higher than in June, 1939, and 6.2 
percent above the level of 1936. 

“Despite some experiments with techno- 
logical improvements—new materials and 
large-scale production,” the report will say, 
“a real cost reduction which would bring 
new homes within the reach of families of 
average income has not yet materialized. 
Thus far the approach to the mass market 
for new homes—commendable in itselfi—was 
mainly through smaller size, fewer rooms 
and simpler design. In some cases cost re- 
ductions were accomplished at the expense 
of sound building standards—a false econ- 
omy for which the home owner has to pay 
in the form of higher expenses for operation, 
maintenance and repair.” 





Urban Home Financing Nears 
Three Billions in Nine Months 


Wasuincton, D. C., Nov. 2.—Urhban 
home financing neared the three billion dol- 
lar mark during the first nine months of 
1940, exceeding the same period last year 
by 16 percent, economists of the Federal 
Home Loan Board reported today. 

A total of 1,084,772 mortgages on non- 
farm property amounting to $2,988,386,000 
were recorded in the United States by all 
types of lenders in the Janvary-September 
period this year, as compared with 950,164 
mortgages valued at $2,570,823,000 in the 
first nine months of 1939. Savings and 
loan associations did one-third of the lend- 
ing in both 1940 and 1939 periods. 

In September this year home financing 
was placed at $357,518,000, with 128,422 
home mortgages recorded. These figures 
compare with 113,978 mortgages amounting 
to $308,278,000 in September, 1939. 





B and L Lending Reflects 
Home Building Activity 


‘Gaining momentum in the third quarter 
of 1940, savings, building and loan associa- 
tion lending activity reached its peak for 
any three-month period since 1929, the 
United States Savings and Loan League re- 


ported today (Nov. 2), from its headquar- . 


ters in Chicago. A. D. Theobald, assistant 
vice president, pointed out that $343,698,000 
was disbursed to home owners during the 
quarter, 26.8 percent more than in the 
corresponding period of last year. 
September was the sixth consecutive 
month to see more than $100,000,000 lent 
by these local thrift and home financing in- 
stitutions. While this month’s $111,775,000 
disbursement was five percent below the 
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11-year high achieved in August, it was 
still the fourth highest for any month of 
the year, Mr. Theobald said. 

Construction loans played only a slightly 
less important part in the September activ- 
ity than they had in August, 35.3 percent 
as compared with 36.1 percent. This was 
the second highest proportion of loans to 
go for new building during any month of 
1940, and was a considerably higher per- 
centage than during any month of 1939. The 
League official pointed out that the home- 
building activity of the nation had gained 
new highs in the first nine months of 1940 
and the savings and loan lending volume 
had been influenced by this demand. For 
the full third quarter $121,812,000 was lent 
by the associations for new construction, 
more than in a full half-year’s period two 
and three years ago. 





Thrift and Home Ownership 
Must Be Sustained 


Wasuincton, D. C., Nov. 2.—Total de- 
fense of this nation requires the total co- 
operation of every thrift and home-financing 
institution in “sustaining and extending pri- 
vate home ownership and individual thrift,” 
Fred W. Catlett, member of the Federal 
Home Loan Bank Board, said today. 

“Those qualities of individual character lie 
at the very foundation of successful total 
defense. Recent events in Europe have dem- 
onstrated that a nation cannot preserve its 
independence by providing merely troops and 
war material. There must be behind and 
underneath the war effort the unwavering 








The young man shown piling lumber so in- 
dustriously here is G. W. Myers IV, son of 
G. W. Myers Ill of the G. W. Myers Company 
of Canton, Ohio. As yet G. W. Myers IV's 
name does not appear on the letterheads of 
this concern, but in addition to G. W. Myers 
Ill there are also the names of G. W. Myers, 
Jr., and G. W. Myers, Sr. While the senior 
Mr. Myers health does not allow him to come 
to the office regularly, he keeps his fingers on 
the business all the time. Mr. Myers, Sr., has 
had a long career in the lumber business, and 
according to information received, has never 
had income from any other source. Mr. Myers 
IV seems to be following the same trail. 
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determination to resist no matter what hap- 
pens. 

“What I am endeavoring to say is that 
our total defense will be but a hollow and 
insubstantial thing if institutions like sav- 
ings and loan associations should weaken 
or fail to carry on their great work of 
sustaining and extending home ownership 
among our people. Total defense to the sav- 
ings and loan business means, therefore, not 
only strengthening itself to resist the dan- 
gers which may threaten, but increasing its 
aggressiveness and its activity, doing a 
greater and better job, and filling a larger 
place in the national home-financing field. 

“There are other institutions which are 
making home-financing loans. A few of 
them are giving some encouragement to 
thrift. Some of them will make small home 
loans. But the savings and loan associa- 
tion is the sole institution in the country 
which combines small home financing with a 
continuous and effective program of thrift 
encouragement. It is alone in its combined 
field, and its services there not only cannot 
be dispensed with but ought to be, and must 
be, extended.” 





Rise in Building Costs 
Predicted by Architect 


Sr. Louts, Mo., Oct. 28—Building costs 
will be higher in 1941, according to Benedict 
Farrar, of St. Louis, director of the Ameri- 
can Institute of Architects for the Central 
States District, who warns against delay in 
carrying out normal private building projects. 
“It seems logical to advance the theory that 
the cost of building will be distinctly higher 
by next summer than it is today,” he said, 
“and that those who contemplate erecting 
residences, churches, schools and other pri- 
vate and institutional structures will do well 
to make their commitments at the earliest 
possible date. Twenty-three years ago, soon 
after we entered the World War, the Federal 
Government put a stop to all private build- 
ing except those structures which were 
already under way. It is not unreasonable 
to presume that the same procedure would 
be followed if we again become involved.” 





Benson Raft Breaks 


MontereEY, CALIF., Oct. 25.—A 1100-foot 
Benson log raft, which was being towed 
south to San Diego from Oregon, at sea, 
just below Point Sur, caught fire from fric- 
tion, one log rubbing against another like 
primitive fire-making stick rubbing. The 
raft broke up, a 600-foot chunk of it being 
caught and towed on south to San Diego. 
Some 350 feet was lost, as the logs floated 
off to wash up on the shore down the coast 
for miles. A 150-foot chunk was towed in 
here by a tug, until it stuck, due to dragging 
cable. The chunk is firmly anchored right 
in the path of ingoing and outgoing boats 
by a huge cable dragging on the bottom of 
the bay. The Coast Guard has been unable, 
apparently, to have the dangerous raft re- 
moved from the breakwater. H. E. Whitte- 
more, manager of the Benson Lumber Co., 
of San Diego, and H. Harvey, also repre- 
senting the company, were recently in Mon- 
terey. 





Operating one of the larger and more 


modern lumber manufacturing plants in 
southern Oregon the Medford Corporation 
has started to carry out plans which will 
still further improve its product and in- 
crease its production. 

The principal additions and improvements 
to the plant’s already modern facilities are 
two new double track Fryer dry kilns, addi- 
tional dry storage sheds and a new Stetson- 
Ross Selective Double End Trimmer. When 
completed these additional kilns together 


with the fourteen modern kilns already in 
service at the plant will make it possible 


















for the company to kiln dry 85% of its cut. 
The new dry storage sheds will give the 
plant a total shed capacity of 16,000,000 
feet. These new sheds, two of which are 
already under construction, are planned for 
storage of the kiln dried lumber in unit 
packages by the same method as that now 
employed in the company’s transit storage 
sheds. The adoption of this system entails 
the purchase of two more high lift trucks 
for handling these units similar to the ones 
now in operation in connection with the 
transit shed. 

Complete modernization and streamlining 
of the entire planing mill will include the 
installation of floor chains, additional sorting 
and storage space. 

The double end smooth trimmer is already 
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Left: Sugar pine log on carriage and Sugar 
pine logs on log deck in modernized, expanded 
plant of Medford Corporation, Medford, Ore- 
gon. Right, on facing page: Operating end of 
modern fan circulation dry kilns. Below, left: 
Sugar Pine tree in the forest. Below: High lift 
truck storing dry lumber in unit packages in 
new sheds 


WESTERN PINE 
Firm EXPANDS: 
MODERNIZES 


being installed and construction work is 
started on two of the new sheds and one of 
the double kilns, all of which will be in op- 
eration within the next 60 days. 

This $200,000 modernization is the Med- 
ford Corporation’s way of keeping its 
already modern plant strictly up to the min- 
ute from the standpoint of efficient operation 
and improved appearance for its product. 


In the production of quality lumber prod- 
ucts over a long period of time there are 
two necessary factors, one is the raw ma- 
terial, namely the timber, and the other is 
the plant facilities. Medford Corporation’s 
sawmill plant is located in southern Oregon 
75 miles from Klamath Falls and only a 
short distance north of the California bor- 
der. Its forests contain Sugar Pine, Pon- 
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derosa Pine, Douglas Fir and White Fir. 
Any or all of these species may be shipped 
in mixed cars direct from the plant. Sugar 
Pine which is one of the principal products 
of the company, is the largest of the true 
White Pines, and in the higher grades is 
particularly sought after by pattern makers. 
Pattern lumber is an especially important 
item in these days of speeding up of indus- 
try in the country’s defense program. Ex- 
amples of Sugar Pine timber and logs are 
shown in accompanying illustrations. 

Logs are brought to the sawmill over the 
company’s own 40 mile main line standard 
gauge logging road and in addition to the 
main line about 20 miles of spurs are in use 
in the logging operation. Logging is done 
with tractors, the company using 15 includ- 
ing both Allis-Chalmers and Caterpillars. 
By the use of tractors and the plan of se- 
lective logging which the company practices, 
the logging is done with the least possible 
injury to young growth and immature trees 
and this together with the large timber hold- 
ings puts them on a sustained yield basis 
which means almost indefinite production. 

This company produces 50,000,000 feet of 
lumber annually and when the present pro- 
gram is completed will kiln dry 85% of it. 
The sawmill contains two 9-foot bandmills, 
a 48-inch Wickes Gang, and a horizontal 
resaw. It has a complete planing mill with 
moulding department, cutup factory, and all 
the equipment of an up to date finishing de- 
partment. 

All loading is done under cover and at the 


loading shed 25 boxcars can be accommodated 
for loading at one time. Transportation in 
the lumber yard is by narrow gauge railroad 
and electric locomotive. 

The Medford Corporation has here a well 
balanced lumber manufacturing operation 





with adequate timber reserves comprising 
four species of principal west coast woods 
together with excellent manufacturing facili- 
ties and the improvements now under way 
are in line with its policy of maintaining un- 
excelled facilities and the latest methods. 





Color Film Thrills Audience 


at Premiere 


HogvutAM, WasuH., Oct. 24—A _ large 
group of members of the Hoquiam Chamber 
of Commerce and city officials, and Chamber 
of Commerce officials from nearby Grays 
Harbor centers, .attended the Hoquiam 
Chamber’s dinner here tonight to witness 
the premiere of Harbor Plywood Corp.’s 
new industrial film. 

E. W. Daniels, president Harbor Plywood 
Corp. and formerly president Hoquiam Cham- 
ber of Commerce, lauded the accomplish- 
ments of Grays Harbor business men for 
their community, telling of the development 
of plywood manufacturing concerns, the 
Grays Harbor Chair Co., the pulp industry, 
and the recent expansion of the Acme Door 
Co. Mr. Daniels informed his audience that 
his company would soon be able to announce 
a new product that would prolong the life 
of the Grays Harbor plywood industry. 

He paid special tribute, for their contri- 
butions to the plywood industry, to Charles 
Devlin, trade promotion manager Douglas 
Fir Plywood Association; Harry S. Knox, 
who was first president of Harbor Plywood 
Corp. and now is president Acme Door Co., 
of Hoquiam. He also introduced M. S. 
Munson as the producer, director and script 


writer of the Harbor Plywood film, which © 


was the meeting’s feature attraction. Mr. 
Munson is advertising and sales promotion 
manager for the Harbor Plywood Corp. 
Then the 40-minute technicolor film was 
thrown on the screen, and lived up to the 
most sanguine expectations. The prologue 
is spoken by President Daniels. A showing 
of the beautiful scenery of the Grays Harbor 
region is followed by a most interesting trip 


from the forest to installation of finished 
Douglas fir panels. Then comes the 
“thriller” part, showing plywood standing up 
under the most difficult conditions imagin- 
able—boats made of waterproof Super-Har- 
board being taken through the white waters 
of the Colorado River by a group of famous 
explorers on a historic trip. The film is in- 
formative and extremely interesting. 





Northern Hardwood Flooring 
Makers Re-listing Approved 


Finishes 


Brooktyn, N. Y., Oct. 28.—It is the hope 
of the Maple Flooring Manufacturers Asso- 
ciation that manufacturers of heavy duty 
and gymnasium-type finishes who desire the 
association’s endorsement will co-operate 
fully under the provisions of its plan for ex- 
amination and approval, since it will be im- 
possible for the association to approve and 
list finishes of this character which have not 
fully met its new specification. The present 
list of approved heavy duty finishes for use 
on maple, beech and birch floors and gymna- 
sium finishes expires Dec. 31, and new speci- 
fications have been prepared. Finishing 
products should be submitted for examina- 
tion at once so that they will be ready for 
relisting by Jan. 1, 1941. Copies of the new 
specifications, with form for submission for 
examination can be obtained from the asso- 
ciation or from the official laboratory, Fos- 
ter D. Snell (Inc.), 305 Washington Street, 
Brooklyn. Classroom, store, office, bakery, 
etc. floors of hard maple have the type of 
traffic to qualify under “heavy service con- 
ditions.” Products meeting the laboratory 
test prior to Jan. 1, 1941, will be certified to 


the association, and by the association to 
members of the industry. MFMA approval 
will be effective for three years. Manufac- 
turers having received MFMA approval 
may mention it in their advertising. The 
association will from time to time issue lists 
of MFMA approved finishes. 





Rebuilt Mill Resumes 


Mr. Vernon, ALa., Oct. 22.—A new band 
mill placed in operation September 30 by the 
Mobile River Saw Mill Co., Mt. Vernon, 
Ala. will soon be followed by the comple- 
tion of a new planing mill and a flooring 
plant. The new units are being built to re- 
place similar equipment which was de- 
stroyed by fire last December. 

About five million feet of flooring oak on 
sticks was saved from the conflagration and 
according to Thomas J. White, sales mana- 
ger, the company expects to have their 
“Mobile Brand” oak flooring back on the 
market in the near future. In addition to 
two standard kilns which were not damaged, 
the Mobile River company is erecting a new 
kiln entirely for flooring. The flooring mill 
will be a one unit plant with a capacity of 
about 5,000,000 feet annually. 





National Forest Returns 


Wasuinoton, D. C., Oct. 28—Cash re- 
ceipts from national forests totaled $5,859,- 
183.87 in the 1940 fiscal year, almost a mil- 
lion dollars above the $4,870,516 total for 
1939, the Forest Service has announced. 
Timber and forest product sales, thousands 
of them being made to farmers and small 
timber operators in amounts of less than 
$500, totaled $3,943,022. 








A New House 


Modern Kitchen 


Modern Bathroom 


Man’s Den 


Attic Spare Room 


Attic Play Room 


Basement Play Room 


Rumpus Room 


Paper Grandma’s Room 


Paint Shut-in’s Room 


Redecorate with: 


Wallboard; 
Insulating Board; 
Plywood; 

Wood Paneling; 
Wood Planking; 


New Floors 


New Floor Covering 


Modern Hardware for: 


Doors; 
Windows; 
Cabinets; 


A Fireplace 


Boys’ Room: 


Double-deck Bunks; 
Built-in Desk; 
Closet Equipment; 
Book Rack; 


A New Roof 


Girl’s Room: 


New Wallpaper; 
Repaint Trim; 
Light Fixtures; 
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GO AFTER Christmas Business 
This Year! Start Promotion Now! 


Grandma needs a new room for Christ- 
mas ! 

So does mother; Sally, Billy, Dad, and 
old aunt Mable. But they don’t know it! 
Who, they say, ever heard of giving any- 
thing so substantial and practical for Christ- 
mas? Why this is the day for toys, dolls, 
electric trains and gew-gaws. And you only 
buy aunt Mable a present because you're 
afraid she’s going to give you one. 

Hev! What is this? 

Lumber dealers have hundreds of things 
to sell for Christmas—things more in keep- 
ing with the Christmas spirit than any that 
can be found elsewhere. 

In every town there are housewives who 
would rather have a modern kitchen or bath- 
room than anything else, but they wonder if 
they can afford it. They don’t understand 
how it can be financed for Christmas. 

Most men would love to have a den, in 
the attic, in the basement, in the spare bed- 
room. If there are teen age girls or boys in 
the family, one of the best gifts to them and 
the entire family is a rumpus room for en- 
tertaining guests. 

One lumber dealer actually ran an adver- 
tisement headlined, “Paper Grandma’s Room 
for Christmas.” He states “that a number 
of patrons heeded the suggestion and bought 
paper for daughter’s, mother’s or grandma’s 
room. Wallpaper is a fine Christmas gift on 
account of its beauty and utility. It gives 
especial pleasure to elderly people and in- 
valids who are forced to remain in their 
rooms a great part of the time.” 

Wouldn’t the same idea work equally well 
in selling wallboard, insulating board, ply- 
wood, hardwood, and paint for remodeling 
interiors? What about a new enclosed sun- 
porch for the stay-at-home in the family? 

Another lumber dealer features in his 
Christmas advertising a list including a 
breakfast nook, sleeping porch, cedar lined 
closet, boy’s work bench, new garage, 
kitchen cupboards, children’s playhouse, a 
new house. “Every Christmas dollar can be 
made to do double duty this year,” reads the 
copy with that advertisement. That’s some- 
thing to think about. A man says he can’t 
afford a Christmas present for his wife— 
and a cedar lined closet, but he can afford 
both by buying the cedar lined closet for 
Christmas. Wouldn’t the children be sur- 
prised with a new playhouse? A _ twelve 
vear-old boy with a work bench—and a set 
of tools? Both are sold by the lumber 
dealer. Every item listed above has Christ- 
mas appeal and the only reason more of 
them aren’t sold for the holidays is because 
people ordinarily don’t think of the lumber 
dealer in relation to Christmas shopping. 

One midwestern dealer prevents his pros- 
pects from forgetting him by sending them 
penny postcards to promote his merchan- 
dise for Christmas sales. The message side 


of the card is ruled off in columns to include 
the name of the receiver, the gift suggested 
and the price. The gift suggested is always 
something he sells and the price is given in 


the price column. The place for the name 
of the receiver of the gift is left blank. “Use 
this card for your gift shopping list, and 
save money” is the heading above the list; 
the company’s name and address is below. 

To gain attention and focus the eyes of the 
public on the lumber yard as a place for ob- 
taining interesting and practical Christmas 
gifts, one lumber dealer has worked up quite 
a name for himself by his window displays. 

One fall he hung a suit of long winter 
underwear in his display window with a 
message on a placard pointing out the de- 
sirability of insulating homes. The under- 
wear stopped nearly all who passed the 
store. They couldn’t resist the urge to find 
out why underwear should be hanging in the 
window of a lumber yard. 

For Christmas he created an old fash- 
ioned living room in his show window, famil- 
iar to everyone who had reached middle age. 

As Christmas generally seems to be a day 
for children, certainly appropriate institu- 
tional advertising can be gained by giving a 
Christmas party to the children. One lum- 
berman with yards in three towns sent his 
trucks through the streets of the towns on 
the twenty-third of December, carrying signs 
which stated, “Hey! Kiddies! Santa will be 
at the (lumber yard) this afternoon at 2 
o'clock. A gift for every kiddy. . You're in- 
vited.” 500 children came to one yard; 1,000 
to another; and 700 to a third yard. 

Although only the lumber dealer can pro- 
mote Christmas business at the point of sale 
through some merchandising effort of his 
own, nevertheless, capable supporting artil- 
lery is at hand. 

One national consumer magazine, “House 
and Garden,” is particularly calling attention 
of home owners to Christmas gifts for home 
remodeling, and to the fact that lumber deal- 
ers are selling the finest, most suitable gifts 
for Christmas. In this major effort thirty- 
one manufacturers selling their products 
through lumber dealers are cooperating. 
“House and Garden” invites you to put fur- 
ther punch in your Christmas sales efforts 
by writing them for free display cards ad- 
vertising the products you sell. These cards 
show reproductions of advertisements, in 
color, that have appeared in “House and 
Garden,” a magazine read by many of your 
customers and prospects. The cards have 
back stands so that they may be placed up- 
right with counter or window displays. 

“House and Garden” is using a double 
page spread in the editorial section of their 
December issue on the subject “Give Your 
House a Christmas Present.” This issue 
will be on the stands Nov. 20. 

So why not make this the best Christmas 
in the lumber business. See to it that your 
customers give grandma (or somebody) a 
new room. And if you create a display win- 
dow this Christmas—and take a picture of 
it—the AMERICAN LUMBERMAN would like 
to have a copy of the picture and a story of 
the part the display window played in your 
Christmas merchandising program. 


Remodeled Arch 


Enclosed Sunporch 


New Breakfast Nook 


Laundry Chute 


Corner Cabinet 


Cedar Lined Closet 


Basement Shower 


Basement Toilet 


Work Bench 


Tools and Chest 


Garage Door 


Kitchen Cabinet 


Children’s Playhouse 


Paint Exterior 


New Fence 


Window Bay Seats 


Broom Closet 


Recessed Ironing Board 


Linen Closet 


Mirrored Cabinets 


Mirrored Doors 


Wall Mirrors 


Radios 


Refrigerators 


Electric Stoves 


Gas Stoves 


Stoker 


New Heating Plant 


A Power Tool 


Garden Tools 
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Market Intelligence Is Essential to 
Free Enterprise 


SEATTLE, WaAsH., Oct. 26.—“The indict- 
ment of the West Coast Lumbermen’s As- 
sociation,” says a statement by W. B. Gree- 
ley, secretary-manager, “seeks to build a 
conspiracy for restraint of trade out of a 
number of activities of the association. 
There is no mystery about these activities. 
They are all out in the open. The main 
question raised by the indictment appears to 
be—To what extent the Department’s theory 
of restraint of trade leaves room for the 
traditional liberties of American business- 
men; or for their co-operation in the intelli- 
gent analysis of their markets and conduct 
of their trade? 


Market Information Essential to 
Modern Industry 


“In the President’s message to Congress, 
of April, 1939, on ‘Strengthening and En- 
forcing the Anti-Trust Laws,’ the Chief 
Executive said: 

“Tt is, of course, necessary to operate the 
competitive system of free enterprise intelli- 
gently. In gauging the market for their 
wares, business men, like the farmers, should 
be given all possible information by Gov- 
ernment and by their own associations, so 
that they may act. with knowledge and not 
on impulse. Serious problems of temporary 
overproduction can and should be avoided 
by disseminating information that will dis- 
courage the production of more goods than 
the current markets can possibly absorb, or 
the accumulation of dangerously large in- 
ventories for which there is no obvious 
need.’ 

“The Federal indictment against this as- 
sociation, however, challenges activities of 
the West Coast lumber industry which have 
been developed through years of experi- 
ence as necessary to operate the competitive 
system of free enterprise intelligently. ~ 


Statistics Are Necessary to Planning 


“The indictment questions our statistical 
services to the West Coast sawmills—the 
dissemination of figures on_ production, 
orders and stocks; the monthly summaries 
of market trends; the quarterly surveys of 
expected consumption and recommended vol- 
ume of West Coast production, to balance 
supply and demand. What becomes of the 
whole conception of industrial planning? 

“The indictment challenges our industry 
meetings at which markets are discussed, 
current price lists interchanged, stock con- 
ditions compared. The principle on which 
the association operates is to give West 
Coast manufacturers any and all informa- 
tion, in relation to their markets, that would 
assist them in conducting their business: 
but to maintain their freedom in producing 
and pricing their own goods as they indi- 
vidually see fit. This very principle seems 
to be attacked because of the ‘tendency’ of any 
form of market information or discussion to 
have some effect upon prices. 





Aids to Free Competitions Challenged 


“The indictment similarly challenges many 
of the aids in operating ‘the competitive sys- 
tem of free enterprise’ that the association 
has developed in the course of years: Differ- 
ential price lists, worked out jointly by buy- 
ers and sellers to establish the comparative 
values of different lumber items; recom- 
mended standard terms of sale; even our rec- 
ommended shipping weights for the various 
lumber items. These average up the differ- 
ences in weights of different types of timber 
and facilitate the transaction of business be- 
tween some 800 different sawmills and hun- 
dreds of thousands of lumber buyers, on a 
delivered basis when they so choose to trade. 


Enlightened Services to Consumers 


Attacked 


“Strangest of all, the indictment attacks 
the grade-marking set-up of the West Coast 
Lumbermen’s Association; and the fact that 
we have recommended the use of grade- 
marked lumber by the Army and Navy, the 
Federal Housing 
Administration and 
other = specifying 
agencies. And _ this 
notwithstanding that 
our grade-marks are 
available to any 
West Coast lumber 











W. B. GREELEY, 
Secretary-Manager, 
West Coast Lum- 
bermen’s  Associa- 
tion, Seattle, Wash. 





manufacturer; and 
that the association 
has recommended 
for years that the 
grade-marks of an- 
other agency of the 
industry, the Pacific Lumber Inspection 
Bureau, be accepted on parity with our own. 

“While we have known for many months 
that this investigation was under way, it is 
a real surprise that the Department of Jus- 
tice should apparently seek so completely to 
uproot the open practices of lumber associa- 
tions, developed to meet the needs of the in- 
dustry and of an enlightened relationship to 
its consumers. Lumber grade-marking, for 
example, is an integral part of American 
Lumber Standards, of the effort started 
twenty years ago by the Government itself 
to standardize and identify the products of 
sawmills and protect consumers in their 
use. To the extent that grade-marking bene- 
fits a group of sawmills, it is the benefit de- 
rived from enlightened self-interest in serv- 
ing their consumers. Are such forms of in- 
dustry co-operation for the benefit of the buy- 


ing public to be tabooed under the theory of 
‘free enterprise’ ? 


Seeks Justification in Advancing Prices 
of Other Species 


“Tt is beyond my comprehension that the 
Department of Justice should justify this in- 
dictment, in an October press release, on the 
ground of rising lumber prices in connection 
with purchases for National Defense. This 
release implies that the West Coast lumber 
industry has been guilty of collusion in pric- 
ing lumber for the Government. Then it 
says: ‘Although the bids thus far received 
have been mostly for camps in which south- 
ern pine will be used, the restoration of com- 
petitive prices upon West Coast softwoods 
is expected to check increases upon compet- 
ing species, and also to serve as a warning 
that where rising prices are due to collusion 
they will be dealt with promptly.’ 


Yards and Government Buyers Compete 
for Few Items 


“What has happened is simply another free 
play of competition. In July and August, 
the whole trade knew that a four- or five- 
billion-foot National Defense program was 
in the offing. Protective buying by the re- 
tail yards, against West Coast lumber stocks 
already depleted, gave our mills a 25 percent 
increase in lumber orders during July and 
August, over the two months preceding. In 
September, the Defense orders materialized. 
Buyers for different Defense projects went 
among the mills, placing orders over the go- 
ing market, vying with each other to get 
commitments and deliveries. The Defense 
orders require only a few items of dimen- 
sion, boards, flooring and siding; but need 
them in prodigious quantities. On these 
items, the mills were quickly oversold. 

“The supply of West Coast lumber has 
been overwhelmed by the combination of 
yard orders and Defense contracts. A price 
bulge has taken place like that in the fall of 
1939, when the war in Europe started a buy- 
ing hysteria in lumber, sugar and many other 
things. We have again had the same free, 
unregulated competition, partly caused by the 
buying methods of the Government itself. 


Price Advances Were Actually 
Moderate 


“As a matter of fact, the advances have 
been moderate. The average price on June 
shipments was $20.92. On August ship- 
ments, it reached $21.72. The average price 
on September shipments is likely to be 
around $22.50. These mill prices may be 
compared with over $23 per average thou- 
sand feet during three months of 1937. That 
was the first year in eight when the average 
West Coast manufacturer showed a return 
over cost of production. It was in April, 
1937, when prices averaged $22.44 per thou- 

(Continued on Page 45) 
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Trade Urges More Orderly Buying 
For Defense Needs 


Market Effects of Defense 
Buying Expected to 
Decrease 


The Chicago Building Congress has re- 
ceived assurances from the National Defense 
Advisory Commission that every effort will 
be made to prevent unwarranted price in- 
creases in the building industry as a result 
of the national Defense program, according 
to Paul D. Angell, secretary of the Con- 
gress. 

On Sept. 19, Elmer C. Jensen, Congress 
president, addressed the National Commis- 
sion, as reported in AMERICAN LUMBERMAN 
of Oct. 5, page 64. E. R. Stettinius, Jr., 
replied: “You may rest assured that this 
Commission is giving due consideration to 
the possibilities of unwarranted price in- 
creases and the maintenance of a balance 
between the work for Defense and that of 
private or peacetime industries.” Commis- 
sioner Leon Henderson says: “The speed 
of the program has at times made some dis- 
locations inevitable, but I believe that, so 
far as the building industry is concerned, 
the impact of future Government procure- 
ment will be much less than in the past.” 





Wholesalers to Confer on 
Role in Defense 


WasHincton, D. C., Oct. 28.—Four na- 
tional associations representing different 
phases of the wholesale lumber business to- 
day were invited to send representatives to 
Washington on Nov. 12 to confer with Com- 
missioner Harriet Elliott, consumer member 
of the National Defense Advisory Commis- 
sion, on the role of the wholesaler in De- 
fense. 

The lumber associations were among 75 
groups asked to participate in the confer- 
ence. The meeting will discuss specifically 
the wholesale distribution of consumer 
goods, and methods of co-operation between 
wholesalers and the Consumer Division. 

Invitations were issued to the National- 
American Wholesale Lumber Association, 
the National Association of Hardwood 
Wholesalers, the National Association of 
Woodwork Jobbers, and the National 
Wholesale Lumber Distributing Yards. 

The conference will be more on the order 
of panel discussions, and representatives oi 
both the wholesaling industry and of the 
consumer, agricultural, transportation, and 
price stabilization divisions of the National 
Defense Commission will describe distribu- 
tion problems in their various fields. Dis- 
cussions will be held on Defense aspects of 
warehousing, storage, wholesale price poli- 
cies and other wholesaling problems of im- 
portance to civilian interests. 

Miss Elliott will preside over the sessions, 
and one of the meetings will be devoted to 
a discussion from the floor of the wholesale 


industry’s contributions and responsibilities 
in the Defense program. 

This conference is in natural sequence to 
the retailers’ conference held in the latter 
part of August, and it is expected that the 
wholesalers will follow much the same 
course as the retailers in forming a perma- 
nent body to act as liaison between the 
wholesalers of the country and the Defense 
Commission. 





Dealer Group Urges That 
Price Raise Be Halted 


In a letter to John W. Watzek, Jr., head 
of the Lumber and Timber Products Com- 
mittee of the Defense Advisory Commission, 
J. L. Strong, secretary of the Lumber Trade 
Association of Cook County (Illinois), says: 

“The retail lumber dealers throughout the 
country are the natural distributors of the 
bulk of the sawmills’ finished product. This 
has been so for a long time past. The re- 
tailer takes a large portion of the sawmills’ 
output, including shorts in upper grades, 
which are always difficult to move. The 
retailer, breaking down these larger pack- 
ages into small units, distributes to his trade 
locally. The bulk of the lumber furnished 
by the large majority of retailers through- 
out the country goes into the smaller units 
of construction, such as houses and farm 
buildings. 

“The present emergency in Defense con- 
struction has caused such a terrific price 
rise in the wholesale lumber market that 
we, as retailers, are fearful of choking off 
our principal business. We are not unmind- 
ful of our patriotic feelings and duties where 
a necessity exists, but it is essential that we 
protect our trade, or many like us will 
suffer greatly. 

“We are sure you can visualize our plight, 
and we appeal to you for your co-operation 
in whatever way possible to halt this me- 
teoric rise, particularly in certain sections, 
so that a stable market can be assured the 
retail lumber industry and its customers.” 





Government to Set Pay for 
Employees of Intrastate 
Suppliers 


MempPHis, TENN., Oct. 28.—Rates of ‘pay 
for employees of concerns selling finished 
products to the Government in the amount 
of $10,000 or more will be determined by 
the Public Contracts Division of the Gov- 
ernment after a public hearing to be held at 
Washington some time in November or 
December, it was announced by E. R. Linn, 
secretary of the Southern Hardwood De- 
fense Committee, after his return from 
Washington. Complaint has been made to 
the Division, created by the Walsh-Healey 
Act, that intrastate operators selling to the 


Government had not been paying the mini- 
mum wages prescribed by the Wage and 
Hour law which interstate operators are re- 
quired to pay. The Wage-Hour Division 
has taken the matter up with the Contracts 
Division, to the end that minimum wages 
might be made the same as those for inter- 
state operators in the same areas. 

At a preliminary meeting held at Wash- 
ington by representatives of the Contracts 
Division, with various lumber industries, 
an effort was made to define the extent to 
which lumber would come under the law. 
An effort was made to eliminate logging 
and to confine operation of the Act to man- 
ufacturing processes, sawmills, factories etc. 
No decision was reached, and the matter 
will be taken up at a later meeting. 





Wholesalers Recommend Im- 
proved Purchasing Practices 


New York City, Oct. 28—In a bulletin 
to members, the National-American Whole- 
sale Lumber Association, reviewing recent 
buying for Defense, says: “The past few 
weeks have been hectic. Unstable prices... 
uncertainty as to supply .. . mounting un- 
filled orders . . . seeking new sources. . 
increased purchasing expense . . . Govern- 
ment requirements versus private industry 
needs . . . and what have you. Adverse 
public and industry consequences of the 
abrupt changes were sensed. Through the 
offices of the Lumber Industry Defense Com- 
mittee . . . President Currey is a member 
of its executive committee . . . a 10-point 
program, intended to improve methods of 
procedure and promote a more orderly sys- 
tem of lumber procurement, was recom- 
mended for favorable consideration by the 
War Department. Some of the recom- 
mendations are now in effect.” The as- 
sociation’s recommendations follow: 

(1) For the present and at least until 
rush bids, rush deliveries, and rush con- 
struction are no longer necessary, cen- 
tralize, under the direct control of the 
Quartermaster General, the needed pur- 
chases of all building materials, includ- 
ing lumber and timber products. 

(2) Schedule the needed deliveries of 
lumber and timber products over as wide 
a period of time as may safely be al- 
lowed, and, in asking for tenders, per- 
mit bidders to bid on any scheduled de- 
livery or combination of deliveries. 

(3) Reduce the size of the eligible bid 
unit to the smallest feasible volume, pref- 
erably to the carload as the bid unit, with 
such safeguard as may be necessary to 
insure that no bid or tender will have any 
preferred status merely because it is for 
a larger volume than other bids or tenders. 

(4) List the various required items, 
grades and sizes of lumber for which bids 
ized camps, also accumulate gradually, as 
promptly as it can be bought at rea- 
sonable prices (and for delivery over a 
period of time to specific projects as they 
may later be authorized) a reasonable re- 
serve of lumber and timber products of 
the various species eligible under the ap- 
proved specifications, making such prod- 
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ucts available to contractors as may from 
time to time be necessary or desirable. 


If Centralized Buying Not Feasible 


(7) If on the other hand, centralized 
buying of all requirements is not feasible 
(as distinguished from individual contrac- 
tor-buying) then at least supplement the 
contractor-buying by the central purchase 
in the above manner and for the above 
purposes, to the extent of at least 200 
million feet, of the various eligible species. 


(8) Whether buying is centralized in 
whole or part, through the Quartermaster 
General, or decentralized through contrac- 
tors, require the appropriate scheduling 
of deliveries; minimum practicable bid 
units; and maximum notice of requests 
for bids. 


(9) Invite all manufacturers and dis- 
tributors without limitation to submit bids 
on specified deliveries, and their tenders 
on supplying materials for a moderate 
“reserve” supply, if the accumulation of 
such a reserve is within the Quarter- 
master’s authority and if he concludes to 
undertake it. 


(10) Make promptly available to the 
Lumber and Timber Products Industries 
Committee on National Defense, prefer- 
ably through the Defense Commission, 
such information as in your judgment will 
enable it to mobilize, throughout the in- 
dustry, the active interest and prompt 
bidding of all manufacturers and distribu- 
tors who are able to furnish materials 
meeting your authorized specifications. 
are asked, in classifications adapted so far 
as practicable to the customary classifi- 
cations which are generally familiar in 
the lumber trade. 


(5) In no case allow less than 10 days 
time for submitting bids; and allow maxi- 
mum possible time for assembly, loading 
and transportation. 

(6) If such centralized buying is under- 
taken, that the Quartermaster General, in 
addition to asking bids for specific author- 





Busy on Camp Orders 


VANCOUVER, WaSH., Oct. 26.—Two of the 
city’s largest mills are furnishing huge quan- 
tities of dried lumber for Fort Lewis and 
Camp Murray. Two other mill operators 
were unable to furnish dried stock. The 
Vancouver Plywood & Veneer Co. has been 
on a 24-hour, seven-day schedule for several 
months, but is unable to meet Government 
demands. The big Columbia River sawmill 
is furnishing a million and a quarter feet; 
it started a night shift this week. The Port 
is grading two and a half acres adjoining 
the Columbia mill and building a 400-foot 
railroad spur. 





Canada Hopes for Share of 


U. S. Defense Orders 


Toronto, Ont., Oct. 28—H. R. MacMil- 
lan, Timber Controller for Canada, has ad- 
dressed Canadian lumber manufacturers as 
follows: 

“Stocks of lumber in Canada are lower 
than is customary at this season. The De- 
fense Program in the United States will 
undoubtedly result in greater demand; 
therefore, there should be a larger markct 
available for Canadian lumber in the United 
States next year than during the past two 
or three years. Demand from Great Britain 
will require all lumber available in suitable 
species and specifications that can be pro- 
duced in both Eastern and Western Canada. 
It would, therefore, seem to be in the in- 
terests of Canadian economy that each man- 
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ufacturer who can do so, should plan to 
increase his output somewhat during the 
coming season. There will probably be 
some increase in the cost of production, 
which in most cases should not be greater 
than approximately 10 percent. It is de- 
sirable that every lumber producer should 
use the best possible management to keep 
the cost of production under control. It is 
probable that the cost of production for the 
next twelve months will be lower than for 
the succeeding twelve months.” 

William J. LeClair, chairman of the Ca- 


4\ 


nadian Lumber Price Committee, at a recent 
luncheon of the Toronto Rotary Club, said. 
“In normal times only a fraction of Britain’s 
supply of lumber comes from Canada, but, 
with European sources largely cut off, it 
must practically all come from Canada. The 
demand has increased twenty-fold, and we 
are also trying to keep our lumber going 
into the United States, for we are in sore 
need of American dollars for war purposes.’ 
The price of lumber has risen only 5.6 per- 
cent, though many other commodities have 
risen much more, he added. 


Government Reports on 
Prices, Plywood Output 


FITTED FIR DOOR STANDARD 

Wasuincton, D. C., Oct. 28.—There has 
been circulated to the industry, by the Na- 
tional Bureau of Standards, a Recommended 
Commercial Standard for Factory Fitted 
Douglas Fir Entrance Doors, TS-2947, dated 
Oct. 14, and covering 27 standard layouts 
made in one standard grade and two stand- 
ard sizes as adopted by the Fir Door Insti- 
tute. It was approved by a number of co- 
operating organizations, then referred to 37 
interested consumer and distributor organi- 
zations, and their review revealed no con- 
troversial questions. 





PLYWOOD MILLS VALUE 1939 
OUTPUT AT $35,042,553 


WasuinecTon, D. C., Oct. 28.—Mills en- 
gaged in the manufacture of plywood during 
1939 valued their output for the year at $38,- 
878,932, or 10.9 percent higher than the 1937 
total of $35,042,553, according to a prelimi- 
nary report on the Census of Manufactures 
for 1939. The number of mills ‘increased 
from 77 to 86. In addition, it is estimated 
that $12,000,000 worth of plywood was made 
as a secondary product in other industries. 

Utility plywood for boxes, construction 
etc. accounted for $34,321,662 in 1939, against 
$30,017,643 in 1937. Plain and fancy ply- 
wood for decorative uses had a factory value 
of $14,953,232 in 1939, compared with $15,- 
494,477 in 1937. Of the utility plywood, $26,- 
379,198 represents the value of 848,888 thou- 
sands of square feet of Douglas fir, and $7,- 
942,464 the value of other woods. Plywood 
mills also produced in 1939 $1,534,297 worth 
of goods classified in other industries, such 
as candy sticks and skewers, printing blocks, 
theater seats, table tops etc. Plywood pro- 
duced and consumed in further manufacture 
in the same establishment is not included in 
the report. 

Although value of products rose 10.9 per- 
cent, cost of materials, supplies, fuel, pur- 


- chased electric energy, and contract work 


increased by only 5.8 percent, from $17,323,- 
819 to $18,324,679. The number of salaried 
personnel went up 10.4 percent from 594 to 
656, with their salary total growing 12.1 per- 
cent from $1,472,784 to $1,650,801. Wages 
rose by 9 percent from $9,124,251 to $9,942,- 


' 874. Wage earners increased by 2.1 percent 


from 9,602 to 9,805. The latter figure, how- 
ever, does not include wage earners doing 


construction or distribution work. When 
these are added in the final report, the gain 
will probably be greater. 

All figures for 1939 are preliminary and 
subject to revision. 





LUMBER PRICE INDEX PUT ON 
NEW BASIS 

WasHIncTon, D. C., Oct. 28.—The Bur- 
eau of Labor Statistics presents herewith 
revised index numbers (1926— 100) of 
wholesale prices of lumber, by months from 
January, 1935, through September, 1940. A 
detailed report will be issued shortly and 
will be available upon request. 

The indexes are based upon a larger 
sample of lumber prices than that which has 
been included in previous index numbers, 
and make use of an improved method of 
weighting. Price data were not available 
for an adequate number of the types of 
lumber to make it feasible to compute re- 
vised indexes for any period prior to Janu- 
ary, 1935. A continuous index, with 1926 
as the base, has been constructed by intro- 
ducing the revised index for January, 1935, 
at the same level as the series which it re- 
places. The more complete sample of lum- 
ber prices is being introduced into the calcu- 
lation of the Bureau’s general indexes of 
wholesale prices beginning with October, 
1940. 

Prices of the individual items in the re- 
vised index are quoted f. o. b. mill, f. o. b. 
basing point, or delivered to a designated 
destination, depending upon custom, available 
data, and market importance. The price 
data have been obtained from lumber com- 
panies, trade organizations, and trade papers. 


INDEX NUMBERS OF WHOLESALE 
PRICES OF LUMBER 
By Years 1935-1939, and by Months 
January, 1935-September, 1940 
(1926 = 100) 


By Years 
Year Index Year Index 
=e 81.8 NS re 87.4 
| SS 87.0 eee 93.2 
2. eee 99.7 

By Months 

Month 1935 1936 1937 1938 1939 1940 

January 79.9 84.0 96.7 88.4 91.5 98.7 
February 79.4 84.5 103.2 88.0 91.7 97.7 
March 78.0 86.1 105.9 87.9 91.4 97.4 
April 78:2 ...37.3 166.9 87.1 91.3 -36:7 
May 80.0 88.0 105.0 85.7 90.5 96.0 
June 83.4 87.2 102.3 83.9 89.7 94.8 
July 85.1 86.5 100.0 84.4 89.6 94.8 
August 84.9 85.8 99.2 86.9 90.1 98.4 
September 84.3 86.6 98.6 87.4 93.8 107.1 
October 83.3 87.5 95.9 87.9 99.6 kara 
November 81.8 87.9 93.2 89.8 100.1 
December 82.7 91.4 89.7 90.8 99.5 
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New Asphalt Tile Flooring Made 
to Stand Hard Wear 


A new asphalt tile flooring material called 
“Elastite,” manufactured by The Philip 
Carey Co., Lockland, Cincinnati, Ohio, has 
heen developed to withstand heavy use. In- 
stallations on loading platforms, trucking 
aisles, office and restaurant floors, auto serv- 
ice station driveways, roof decks, etc., are 
said to have given satisfactory service. Ac- 
cording to a published announcement the 
product is extremely dense, highly resistant 
to compressive loads, yet relatively resiliant 
for easy walking and quiet traffic. State- 
ments that it is dustless, fire resistant, ver- 
min proof and practically non-absorbent are 
made by the manufacturer. Carey “Elastite” 
Asphalt Tile is available in standard black 
and standard red in ™% inch thickness with 
dimensions of 12x12 or 24x24 inches. A de- 
scriptive booklet is available on request. 





New Association Booklet Promotes 
Wood-Built Homes 


Nine outstanding reasons for building 
with lumber are listed, illustrated and dis- 
cussed in a new 23-page booklet, “We Are 
Going to Build Our New Home of Wood,” 





“We are going to build our 
new home of WOOD 


published by the National Lumber Manu- 
facturers Association. More than 500,000 
copies are being printed for the benefit of 
the entire lumber industry. A _ substantial 
number of these will have the back cover 
blank, thus leaving space for the name of 
the individual manufacturer, wholesaler or 
dealer who distributes them. Copies of the 
booklet may be obtained without cost by 
writing to the Association, 1337 Connecticut 
Ave., Washington, D. C. 





Christmas Gift Suggestion Display 
Card Is Free to Dealers 

A new and attractive dealer display card 
showing a double page spread of Christmas 
gift suggestions in the building field will be 
available to dealers free of charge. The 
spread will appear in the December issue of 
“House and Garden” which goes on sale 
November 20. For window and counter 
display purposes the two pages are mounted 


on heavy cardboard designed to draw atten- 
tion to Christmas gifts for the home avail- 
able at dealers’ Request for copies 
of the free show card should be addressed 
to House and Garden Dealer Service Bur- 
eau, +20 Lexington Ave., New York, N. Y. 


stores. 





Lightweight Sander Can Be Used 
for Final Finish on Millwork 

A lightweight 2% inch belt sander called 

“Zephyrplane Junior” has recently been in- 

troduced by Skilsaw, Inc., 5037A Elston 

Ave., Chicago, Ill. The new sander weigh- 





ing only 914 pounds is designed to meet the 
needs of home craftsmen, and industrial arts 
class rooms. It is said to be especially suited 
to “Clean-up” work in sash and door and 
cabinet shops. The device has a trigger- 
type momentary switch and a_ patented 
“touch control’ lever permitting quick 
change of belts. The latter travel at a speed 
of 600 surface feet per minute. The frame 
is of die cast aluminum. 





Absorptive Form Liner Leaves 
Smooth Concrete Surface 


Government tests have shown that a new 
absorptive form lining board manufactured 
by the Fir-Tex Insulating Board Co., 1108 
Porter Bldg., Portland, Ore., leaves an un- 
blemished surface on poured concrete: which 
resists crazing and withstands freezing with- 
out weight loss. A printed announcement of 








U. S. Engineers’ Office test casts showing 


concrete cast, left, against standard 
forms, and right, against the new ab- 
sorptive form liner 


the new prod:tct, “Fir-Tex” Absorptive Form 
Liner No. 273,” which gives test data and 
further information’ may be had upon -re- 
quest to the manufacturer. 


Folder Describes Metal 
Products Line 


A new four page, two color folder recently 
published by the Consolidated Expanded 
Metal Companies, Wheeling, W. Va. de- 
scribes a number of items in that company’s 
line of metal products, particularly “Steel- 
crete” solid and furred studless partitions. 
Detailed illustrations show the adaptability 
of the products to various types of constri:c- 
tion, 

Two corner beads, rigid and expansion 
types, are illustrated as is a “Steelcrete” 
channel floor runner and an expanded ceiling 
runner. The company manufactures a line 
of metal meshes suited to a variety of needs. 
A copy of the folder will be sent by the 
manufacturer upon request. 



























Do Your 
Christmas 
Shopping 


Early, Easily and 
Inexpensively 








CHRISTMAS 


As you are a lumberman, the most 
unique, appropriate and delightful gift 
for you to give is, of course, one of the 
books of Douglas Malloch, “the lumber- 


man poet.” 
Early 


Do it now. Make up a list of those 
you wish to remember, and decide which 
books you wish to give. 

For relatives and friends it will be 
“The Heart Content,” $1.25, or “Come on 
Home,” $1.50. 








Easy 


To your son or employes give “Be the 
Best of Whatever You Are.” $1.25. 
To associates in business, “In Forest 


Land,” $1.25, or “Re-sawed Fables,” $1. 


Inexpensive 


One letter, one check and your shop- 
ping’s done. Tell us how many copies 
you want of each book, and they will be 
sent promptly, postpaid. 


AMERICAN LUMBERMAN 


431 South Dearborn St. 
Chicago, Il. 








AMERICAN LUMBERMAN, _ 

431 S. Dearborn St., Chicago 

Without obligation, please send me complete 
Catalog of your Books for Lumbermen. 
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1 
Mail Coupon for Complete Book Catalog | 
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American Lumberman Howse Plan No. 260 





BILL OF MATERIAL 60 lin. ft. quarter round 
1700 ft. 34x8 clear siding 


800 ft. %xi'2 flooring 

10 yards concrete 144 ft. Y4-inch plywood | A 0-6 
650 8-inch concrete blocks 3) (SAM 
288 4-inch concrete blocks ROOF, WALLS, CEILING: 

1700 face brick 15 squares roofing 

540 common brick 5 rolls waterproof paper 


pede pe flue lining 408 on, yds. interior wall and ceiling to e WAT) Q M 
Mortar for above MILLWORK, WINDOWS, DOORS: | PORCH Wana vae) DIN ETTE: 


LUMBER: 0.8. door frame 3-0x6-8—1% 


1 pe. 2x8—16 No. | plate 0.S. door frame 2-8x6-8—1% = ey ane) is 1-0 x 7 
4 pes. 2x8—12 No. | plates triple window frame 20x28, 2-It. L at aa i ——— 
14 pes. 2x8—10 No. | plates twin window frame 26x24, 2-It. ee 
7 pes. 2x8—18 No. | joists twin window frame 20x14, 2-It. a yaa @) ( ) 
single window frames 26x24, 2-It. 
single window frames, 26x20, 2-It. 
casement frames 2-0x3-5 


CONCRETE AND BRICK WORK: 


l 

1 

{ 

| 

! 
46 pes. 2x8—I2 No. 1! joists 6 
1 pe. 2x8—16 No. | header 2 
8 pes. 2x8—10 No. | headers 2 
144 pes. cut bridging 3 . 20x28 2-It.—1% div. 12-It. gla. 
1000 ft. 1x6 No. 2 D&M flooring 8 - 26x24 2-It.—1¥_ div. 12-It. gla. 
750 lin. ft. 2x4 No. | plates 2 wds. 20x14 2-It.—I% div. 12-It. gla. 100 lin. ft. picture molding 306 ibs. sash weights 
275 pes. 2x4—8 No. | studs 2 wds. 26x20 2-It—I%@ div. 12-It. gla. medicine case 3 hanks sash cord 
8 pes. 2x6—16 No. | ceiling joists 4 
24 pes. 2x6—24 No. | ceiling joists I 
30 pes. 2x4—12 No. | gable studs I 
10 pes. 2x6—8 No. | studs 5 
1600 ft. 1x8 No. 2 shiplap U 
38 pes. 2x6—16 No. | rafters 2 

i 
9 


sash 2-0x3-5 leaded DS set kitchen cabinets 4 prs. 3x3 butt hinges 


i 
| 
0.S. door 3-0x6-8—1%4 detail 1 set book shelving 4 sash operators 
0.S. door 2-8x6-8—1%4 detail 2 corbels 4x4 3-6 12 prs. cabinet hinges 
doors 2-6x6-8—I%, 2 pan. 2 prs. shutters 6 cabinet latches 
door 2-4x6-8—i%, 2 pan. 1 
2 
1 


doors 2-0x6-8—1% 2 pan. 


disappearing stair 6 drawer pulls 
wardrobe cases § elbow catches 

12 pes. 2x6—20 No. | rafters door 1-6x6-8—I% 2 pan. window seat 9 prs. 3x3 butt hinges 
2 pes. 2x8—22 No. | rafters inside jambs and stops 4 mortise bolts 
1050 ft. 1x4 No. 2 roof boards 20 sides door trim peiatebince: 500 Ibs. nails 

176 lin. ft. 1%x6 clear finish 12 sides window trim 3 prs. 4x4 butt hinges 

100 lin. ft. 3-inch cornice molding 4 sides sash trim 9 prs. 342x3Y% butt hinges SUSSONTRASTS: 
1 pe. 8x8—9 clear post 250 lin. ft. 52-inch base | cylinder lock Plumbing 

2 pes. 4x8—9 clear post 275 lin. ft. shoe | mortise lock, 3T Heating 

2 pes. 6x8—8 clear post 2 thresholds 9 mortise locks, IT Electrical 

5 pes. 1x8—12 clear finish 24 lin. ft. Ixt2 shelving 15 sash locks Painting 

85 ft. 56x4 M&B ceiling {2 lin. ft. pole 15 sash lifts Sheet Metal 


Complete Blueprints, Specifications and List of Materials, $3.50 
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American Lumberman House Plan No. 248 | 
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150 lin. ft. 1x3 No. 2 bridging 12 lin. ft. Ix12 No. 2 shelving 
160 lin. ft. 3-in. crown molding 36 lin. ft. hook strip 
160 lin. ft. 1%x4 clear finish 12 lin. ft. pole 

eK 2 pes. Ixl2—16 clear finish 2 thresholds 





rT 10-6 x12-3 






medicine case 


1 pe. ix6—16 
40 ft. 546x4 M&B ceiling 
door frame 3-0x6-8 





linen case 

























set kitchen cases 





broom case 
porch cols. 8-in., 8 ft. 


pair shutters | 


door frame 2-8x6-8 
twin window frames 24x24 2 Its. 


-nNN- - 


single window frames 30x24 2 Its. 


eo NN = 


basement stair 
ES es 


17.6 x 12-3 


single window frames 26x24 2 Its. 


single window frame 26x16 2 Its. ROOF, WALLS, CEILING 
4 rolls waterproof paper 


single window frame 24x20 2 Its. 
11Y2 sqs. shingles 


a) 


cellar sash frames 10x12 3 Its. 
370 sq. yds. ceiling and 

cellar sash 10x12 3 Its. inside wall to finish 

windows 24x24 2 Its. 1% top 3 Its. gla. 


windows 30x24 2 Its. 13% top 3 Its. gla. 


HARDWARE, ETC.: 
| coal chute 


w nN > oI 


windows 26x24 2 Its. 1% top 3 Its. gla. 


250 Ibs. sash weights 
BILL OF MATERIAL 48 pes. 2x10—14 No. 1 Joists | window 26x16 2 Its. 1% top 3 Its. gla. 3 hanks cord 
2 pes. 2x10—16 No, | headers | window 24x20 2 Its. 1% top 3 Its. gla. | cylinder lock 
CONCRETE AND BRICK WORK: 2 pes. 2x10—14 No. | headers gable louvre frames 1 mertise leek 3 tumbler 


{ft mortise locks 3 tumbler 


eo nN 


e lank door frames 
1100 8-in. conerete blocks 950 ft. 1x6 No. 2 D&M . . 3 pairs 4x4 butts 


650 lin, ft. 2x4 No. 1 plates outside dr. 3-0x6-8 134 1 pan. 3 Its. 11 pairs 3%x3% butts 
outside door 2-8x6-8 134 3X 1 It. 1! sash locks O 


doors 2-8x6-8 13% 5X 1 
{8 pairs cabinet hinges 
24 pulls 


17 yards concrete 
28 Jin. ft. 8x!2 flue lining 250 pes. 2x4—8 No. | studs 


10 pes. 2x6—8 No. | studs 


840 common brick 3 
§ eleaneut deer 1400 ft. 1x8 No. 2 shiplap 4 doors 2-6x6-8 1% 2 pan. 
2 





1 thimble 48 pes. 2x6—14 No. | ceiling Joists 


32 pes. 2x6—I16 No. | rafters 
LUMBER AND MILLWORK: 3 pes. 2x6—10 No. 


doors 2-4x6-8 1% 2 pan. 18 catches 


Nn 


doors 2-0x6-8 1% 2 pan 5 cellar sash sets 
1 rafters 8 inside jambs and stops 400 ths. nails 







5 pes. 2x8—14 No. | plates 1400 ft. 34x8 beveled siding 11 sides window trim Plumbing, neating, electrie, 


3 pes. 2x8—i6 No. | plates 1000 ft. %xt' flooring 225 lin. ft. 5% base and shoe sheet metal, painting. 










2 pes. 2x8—12 No. | plates 800 ft. {x4 No. 2 S4S roof 18 sides door trim SUBCONTRACETS: | 
Complete Blueprints, Specifications and List of Materials, $3.50 | 














November 2, 1940 


SEPTEMBER SALES OF INDE- 
PENDENT RETAIL DEALERS 


WasHIncTon, D. C., Oct. 28—Followitg 
is a compilation of percentage changes in 
September dollar sales of independent retail 
lumber and building materials dealers, from 
September of last year and from August of 
this year, and also comparisons of 1940 and 
1939 cumulative sales for nine months, coy- 
ering thirty-two States and five principal 
cities, these data having been prepared by 
the Bureau of the Census: 


Cumu. 


Pet. Change Sales 


Sept., Sept., 9 mos. 
1940 1940 Pct. 
No. of Vs. vs. Chge 
States Firms’ Sept., Aug., from 
by Regions Rptg. 1939 1940 1939 
New England 84 +3.0 —2.4 +5.9 
Vi. @& BR ise. 15 +6. —3.8 +7.0 
Massachusetts. 39 +3.3 —0.1 + 5.4 
Rhode Island. 11 —0.5 —11.9 +6.8 
Connecticut .. 13 +4.3 +1.6 + 7.6 
Mid. Atlantic 89 +13.7 —1.9 +11.1 
Pennsylvania.. 89 +13.7 —1.9 +11.1 
East No.Cen. 287 +14.3 +3.3 +12.4 
UNE arsine gece 62 +17.8 +1.1 +11.6 
PS eee 100 +17.3 0.0 +13.2 
ee 76 + 8.6 +5.7 +14.3 
Michigan ..... 21 +20.8 +5.5 +13.7 
Wisconsin .... 28 +3.3 +11.1 +5.9 
West No. Cen. 101 —0.9 +18.5 +0.7 
oe ee 27 —5.1 +27.9 —1.2 
Missouri ....... 26 +3.6 +12.3 + 2.2 
Nebraska ..... 26 +5.7 +13.0 —1.4 
Bee 22 +5.3 —0.4 + 6.6 
So. Atlantic. 47 +23.3 +3.3 +17.4 
South Carolina 16 +1.4 +16.4 +3.3 
GOOtRIS 6666s. 15 +32.6 —3.5 +16.5 
Py | 16 +833.5 +2.3 +30.0 
East So. Cen. 14 +24.5 —5.0 +24.5 
Alabama ...... 14. + 24.5 —5.0 +24.5 
West So. Cen. 151 +0.1 —4.9 —1.0 
Arkaneas ..... 8 +6.3 —0.3 —2.0 
Oklahoma .... 17 +5.8 —6.1 +0.5 
oo” re 126 —1.2 —5.3 —1.1 
Mountain ... 120 +8.3 —1.3 +6.3 
Montana. ...... 12 +20.6 +5.3 +17.2 
Wyoming ..... 14 +16.2 —1.3 + 4.2 
Colorado ..... 42 +0.1 —1.2 +0.9 
New Mexico .. 13 +11.4 —0.6 +5.7 
Aritgona ...... 15 + 2.3 —9.0 +7.9 
i 15 +9.4 —2.4 +4.7 
PACING oes 215 +11.6 —5.8 +4.5 
Washington .. 33 +10.0 —10.4 +16.7 
i 18 —1.4 —9.7 +4.3 
California .... 164 +13.3 —4.8 +3.0 
cs | 1,108 +9.5 +0.1 +7.3 
Principal Cities— 
Chicago, Ill... 16 +13.4 —1.8 +19.5 
Portland, Ore.. 7 —7.1 —18.0 —1.2 
St. Louis, Mo.. 9 +11.7 +13.1 + 8.7 
San Fran., Cal. 13 +36.3 —9.6 +29.3 
Seattle, Wash.. 14 +10.9 —13.8 425.2 


For states not listed, data are insufficient. 





National's Executive Commit- 
tee to Confer on Action 


Wasuinecton, D. C., Oct. 28.—“Officials 
of the National Lumber Manufacturers’ As- 
sociation stated that they have been in con- 
sultation with Department of Justice officials 
both in the West and in Washington,” said 
a statement issued by Henry Bahr, in charge 
of the law division of the National Lumber 
Manufacturers’ Association. “These consul- 
tations are continuing. A decision as to the 
course of action which will be followed by 
the association with respect to the charges 
in the West Coast case is expected to be 
reached after the matter has been consid- 
ered by its executive committee. The date 


of meeting for this purpose has not yet been 
determined.” 
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INTELLIGENCE IS ESSENTIAL 
TO FREE ENTERPRISE 


(Continued from Page 39) 


sand feet, that wage scales were established 
at a minimum of 62% cents per hour. There 
were no wage adjustments in 1938 and 1939, 
although lumber prices declined sharply. 
This year a number of mills have adopted a 
minimum wage of 65 cents. 

“The law of supply and demand works 
both ways. The same free play of competi- 
tion which kept this industry at starvation 
prices for many years, brings up its prices 
sharply when supply and demand are sud- 
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denly reversed. There is no collusion or 
price-fixing among the 800 independent saw- 
mills in the Douglas fir region. It would be 
impossible if it were attempted. That was 
demonstrated by the failure of minimum 
prices legalized under the Industrial Recov- 
ery Act. 

“The Department of Justice is fulfilling its 
duty in attacking business practices which it 
believes violate laws of the United States. 
But it is incomprehensible that the Depart- 
ment should seek to justify its indictment of 
the West Coast Lumbermen’s Association, 
by citing a price movement which is re- 
sponsive solely to free competition and the 
impact of demand against supply.” 








Why not Buy the Best and Safest 


Bathroom Fixtures! 


Unsafe materials and construction in bathroom wall 
fixtures contribute to many serious and minor accidents 


‘\\\ 


of this kind. There is absolutely no point in selecting 
“cheap” fixtures when safe Sno-Wite is available at eco- t 


i! 











Write for our interesting dealer proposition and catalogs 


AMERICAN ENAMELED PRODUCTS COMPANY 


Dept. 2 
WAUKESHA, WISCONSIN ( 


nomiecal prices, with its 25-year record of promises ful- 
filled. Cast in Nature’s strongest material—Iron—Finished 
in Genuine Porcelain Enamel, in colorings to harmonize 
with any decorative effects. 
producer of enameled bathroom accessories, as soap dishes, 
towel bars, toilet paper holders, tooth brush and tumbler 
holders, hooks, and many other items and the ever-favor- 
ite Snow-Wite mirrors and metal medicine cabinets. 


Made by America’s largest 
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THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 





R-B ROLL-OFF BED rour-roucr’ 


R-ROLLER TYPE 


FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 





FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
lumbermen throughout the U.S. A. and to foreign countries under agreement 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better. give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 





”* THE R-B COMPANY ‘rucic'ave’ Kansas City, Mo. 
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tLong Leaf 
| Yellow Pine jj 


ee Dealers, builders and carpen- AA 


tv} ters like this Long Leaf Pine. 
) Strong of fiber, scientifically 
| seasoned, expertly manufac- 
tured, it has what's needed to 
carry the loads of heavy con- 
struction. Recommend it for 
ALL building uses. 


ny 


Aristocrat of Structural Woods 
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Wier Long Leaf Lumber Co. 


HOUSTON, TEXAS 


| Mills: Wiergate, Texas il 
PRS RIV RII 


If DUSTRIA 


ELIZABETH, LOUISIANA 








Timbers, chemically treated to 


prevent stain. 
Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 











MAPLE FLOORING 
ee MEM 
BROWN DIMENSION CO 


_MANISTIQUE, MICHIGAN. 





















u LUMBERMEN! B 
IK HELP YOU MAKE MONBY K 
| S ICAN 431 S. Dearborn St. Ss 
eee 











AMER 
LUMBERMAN Chicago, Il. 
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What the Associations Are 
Planning and Doing 


Coming Conventions 


Nov. 7—Eastern Ontario Retail Lumber 
Dealers’ Association, Chateau Laurier, 
Ottawa, Ont. Annual. 


Nov. 1—Northern Hemlock & Hardwood 
Manufacturers’ Association, Plankinton 
Hotel, Milwaukee, Wis. Fall meeting. 


Nov. 7—Northeast Missouri Lumbermen’s 
Association, Hoxsey Hotel, Mexico, Mo. 
Annual, 


Nov. 7—Pacific Division, National Wooden 
Box Association, San Francisco, Calif. 
Tri-annual. 


Nov. 7-9—California Retail Lumbermen’s 
Association, Biltmore Hotel, Santa Bar- 
bara. Annual. 


Nov. 11-15—National Association of Real 
Estate Boards, Bellevue-Stratford Hotel, 
Philadelphia, Pa. Annual. 


Nov. 11-15—United States Savings & 
Loan League. Chicago. Annual. 


Nov. 12-13—Associated Cooperage Indus- 
tries of America, Inc., Arlington Hotel, 
Hot Springs, Ark., Golf Tournament 
Nov. 11. Semi-annual. 


Nov. 18-20—National Lumber Manufac- 
turers’ Association, Blackstone Hotel, 
Chicago. Annual. 


Nov. 26—Appalachian Hardwood Manu- 
facturers, Inc., Gibson Hotel, Cincinnati, 
Ohio. Annual. 


Dec. 4—Lumber Dealers’ Association of 
Connecticut, Hotel Taft, New Haven, 
Conn. Annual. 


Dec. 4—Southern Cypress Manufacturers’ 
Association, Mayflower Hotel, Jackson- 
ville, Fla. Semi-annual. 


Dec. 4—New Jersey Lumbermen’s Associa- 
tion, Robert Treat Hotel, Newark, N. J. 
Annual. 


Dec. 7— Massachusetts Retail Lumber 
Dealers’ Association, Hotel Somerset, 
Boston, Mass. Annual. 


Dec. 12-14—Western Forestry & Conserva- 
tion Association, Portland, Ore. Annual. 


Dec. 19-21—Society of American Foresters, 
Mayflower Hotel, Washington, PD. C. 
Annual. 


Jan. 7-9—Indiana Lumber & Builders’ 
Supply Association, Claypool Hotel, In- 
dianapolis, Ind. Annual. 


Jan. 14-16— Northwestern Lumbermen’s 
Association, Minneapolis Auditorium, 
Minneapolis, Minn. Annual. 


Jan. 14-16—Middle Atlantic Lumbermen’s 
Association, Bellevue - Stratford Hotel, 
Philadelphia, Pa. Annual. 


Jan. 15-16—Carolina Lumber & Building 
Supply Association, Hotel Charlotte, 
Charlotte, N. C. Annual. 


Jan. 20-22—Mountain States Lumber Deal- 
ers’ Association, Shirley-Savoy Hotel, 
Denver, Colo. Annual. 


Jan. 21-23—Northeastern Retail Lumber- 
men’s Association, Hotel Pennsylvania, 
New York, N. Y. Annual. 


Jan. 21-23—Kentucky Lumber & Supply 
Association, Brown Hotel, Louisville, 
Ky. Annual. 


Jan. 28-30— Southwestern Lumbermen’s 
Association, Municipal Forum, Wichita, 
Kan. Annual. 


Feb. 4-6—Michigan Retail Lumber Deal- 
ers’ Association, Pantlind Hotel, Grand 
Rapids, Mich. Annual. 


Feb. 4-6—American Wood Preservers’ As- 
sociation, Brown Hotel, Louisville, Ky. 
Annual. 


Feb. 5-7—Iowa Retail Lumbermen’s Asso- 
ciation’s Eighth Annual Merchandising 
Clinic, Des Moines Coliseum, Des Moines, 
Iowa. Annual. 


Feb. 5-7—Lumber Dealers’ Association of 
Western Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. Annual. 


Feb. 19-21— Virginia Building Material 
Association, Hotel John Marshall, Rich- 
mond, Va. Annual. 





Louisiana Dealers Have Successful 
Semi-annual Meeting 


ALEXANDRIA, La., Oct. 28.—The Retail 
Lumber and Building Material Dealers of 
Louisiana staged the most successful pro- 
gram of its twenty years at the mid-year 
meeting here recently. Approximately 100 
dealers, manufacturers and sales representa- 


tives were present when President Ben L. 


Johnston of New Orleans called the meeting 
to order. 


President Johnston, in his address of wel- 
come, spoke of the growth of the association 
membership during the past seven months 
since the time of the annual meeting last 
March and urged all of the present member- 
ship to continue their efforts with non- 
member dealers and manufacturers. 

In his report, R. N. Ball, secretary, out- 
lined the activities of the past several months 
with particular emphasis on the resume of 
the legislative program. Ball outlined the 
tangible benefits which the dealers derived 
from the defeat of the Occupational License 
Tax; the Use Tax; the State Wage and 
Hour Bill; the State Labor Relations Act 
and the Lumber Stamping Bill. A review 


was given of the future plans for promo- 
tional efforts. 

C. C. Sheppard, recently elected chairman 
of the Southern Pine Emergency Defense 
Committee, and a lumber man who com- 
mands the respect and admiration of every 
dealer in the South, was then introduced to 
speak on the subject of “The Business Man’s 
Responsibility to His Government.” Mr. 
Sheppard through his many years of activity 
in the southern lumber industry has served 
on many committees handling matters of leg- 
islation, both locally and at Washington, and 
from that store of experience gave the 
audience an insight into problems of the 
business man in trying to secure cooperation 
from representatives in both the State and 
national legislatures. 

O. N. Cloud of the Peavey-Moore Lumber 
Company, Shreveport, La., and treasurer of 
the Merchandising Institute, presented for 
the first time to the Louisiana dealers 
“Tested Selling Methods.” Mr. Cloud out- 
lined the history which brought about the 
creation of the institute, reviewed the history 
since first going into operation and explained 
not only the mechanics of the course of study 
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as provided but the benefits derived by the 
dealers now enrolled in the Institute. 

F. L. Peters of Lake Charles, as chairman 
of the meeting, introduced as the speaker of 
the afternoon, Mr. Ray E. Saberson, promo- 
tional director of the Weyerhaeuser Sales 
Company, St. Paul, Minn., who spoke on 
the topic “The Missing Ingredient in the 
Lumber Yard.” The missing ingredient 
from Mr. Saberson’s viewpoint is the lack 
of knowledge and understanding on the part 
of most retail lumber dealers as to modern 
methods of merchandising. 





Red Cedar Shingle Association 
Elects Directors, Officers 


At the recent annual meeting of Con- 
solidated Red Cedar Shingle Association of 
3ritish Columbia, the following directors 
were elected: A. L. Hughes, R. B. Cherry, 
C. J. Culter, A. Flavelle, C. Hone, R. Hor- 
ton, H. F. Hurndall, H. J. Mackin, H. C. 
Meeker, W. H. McLallen, J. E. McNair, 
Geo. O’Brien, Chas. Plant, F. Spencer and 
H. V. Whittall. 

At a meeting of the directors held Oct. 
15, Chas. Plant was elected president and 
A. L. Hughes, vice president and G. S. 
Raphael, secretary-manager. 





California Retailers Announce 
Convention Program 


SANTA Barbara, CALIF., Oct. 28.—Speak- 
ers at the annual convention of the California 
Retail Lumbermen’s Asociation, to be held 
in Santa Barbara Nov. 7-8, will include I. N. 
Tate, vice president, Weyerhaeuser Sales 
Co., who will discuss “Lumber’s Highest 
Hurdle”; representatives of the FHA and 
the West Coast Lumbermen’s Association 
will discuss topics of interest; Roy Wenzlick, 
real estate analyst, will have one morning 
session, and Thos. Dixon, past president of 
the California Savings & Loan League, will 
discuss “Changing Conditions in the Savings 
and Loan Business. Also scheduled is the 
presentation of a subject to be selected by 
George McClellan, noted traveler. 

Association reports and discussions will be 
presented at the business sessions, and an 
entertaining social program is_ being 
planned. 





Savings and Loan League 
Announces Convention Plans 


When the 2,000 representatives of the 
savings, building and loan associations and 
cooperative banks in the continental United 
States, Alaska and Hawaii meet at the 
Palmer House in Chicago, Nov. 13-15, for 
the forty-eighth annual convention of the 
United States Savings and Loan League 
they will be concerned first and foremost 
with the effects on saving money and home 
financing of the defense economy into which 
America is moving. This announcement 
comes from George W. West, Atlanta, Ga., 
president of the League. 

Addresses, committee reports, and con- 
ference sessions, while they range from 
such practical subjects as expanding the 
loan business, disposing of real estate on 
hand, and public relations, will approach 
these subjects from the angle of the new 
trend in American activity, the concentra- 
tion on defense. 
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Association Secretary Announces 
Fall Meeting 


New York, N. Y., Oct. 29.—Sid L. Dar- 
ling, secretary, National-American Wholesale 
Lumber Association, has announced that the 
Council of National Wholesale Associations 
will hold its regular fall meeting at Wash- 
ington, D. C., Nov. 12. This will be pre- 
ceded by a conference with government 
representatives and a member of the Ad- 
visory Commission to the National Defense 
Council Nov. 11. National- American 
Wholesale Lumber Association will be rep- 
resented by the secretary and, Mr. Darling 
states, members of the association are 
welcome to attend these sessions. 





Monthly Meeting of Wholesalers 
in Toronto 


Toronto, Ont., Oct. 28.—The Wholesale 
Lumber Dealers’ Association held its regu- 
lar monthly meeting today. <A letter was 
read to the wholesalers from the secretary 
of the Quebec Province Wholesale Lumber 
Association regarding an interview in Ot- 
tawa Nov. 2 with H. R. MacMillan, Timber 
Controller for Canada. It was decided that 
the wholesalers from Ontario who attend 
the conference with the timber controller 
will hold a breakfast meeting with the Que- 
bec and Montreal wholesalers before the 
conference, in order to arrange the presenta- 
tion of their views. 

The association also decided to send a 
letter of sympathy to Col. W. H. Milne, 
North Bay, Ont., in connection with the 
recent accidental death of his son, R. B. 
Milne. 





Optimism Is Expressed at Roofer 
Manufacturers’ Meeting 


Co_umsus, Ga., Oct. 28.—Keen optim- 
ism due to a continued rise in lumber prices 
was expressed at a meeting of the Roofer 
Manufacturers’ Association Oct. 22. 

Discussions of federal regulations and 
practices of other groups concerning the 
purchase, grading and sale of lumber fea- 
tured the meeting while railway representa- 
tives allayed fears .of some of the members 
that a box car shortage might be in the 
offing by citing the rapid turnover of such 
equipment at the present time. 

Following a short executive session the 
group met in the Oak room of the Ralston 
for its monthly luncheon. The next meet- 
ing of the association will be held at the 
Ralston Nov. 26. 





Quebec Wholesale Lumber Group 
Plans Informal Luncheons 


MontTrEAL, Que., Oct. 28—The Quebec 
Province Wholesale Lumber Association 
has made arrangements with the Queen’s 
Hotel, Montreal, Que., to reserve a special 
table for lumbermen every day during the 
week, for representatives of the industry 
who wish to eat there. The “Lumbermen’s 
Table” will be available for lumber repre- 
sentatives in Montreal or from distant 
places. 
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Southwest 
Lumber Mills lnc. 


Profit-Paying Products 
of Ponderosa Pine 


Here's high-quality lumber cut from 
high-altitude timber. Choice Ponder- 
osa Pine, light in weight, yet strong 
and firm, with the soft texture and 
close grain that comes of slow high- 
altitude growth. 


Our two modern mills, electrically op- 
erated, have 20 Moore Dry Kilns and 
new-type precision machines. Manned 
by experienced workers who are 
skilled in pine production, these mills 
have a cutting capacity of 100 million 
feet per year. Here's a quality lum- 
ber line that meets practically every 
building and industrial need in Pon- 
derosa Pine. 


Call on us for Dimension, Siding, In- 
terior Trim, “Apache Brand” Mould- 
ings, Ceiling, Casing, Base, Lath, 
Selects, Common. Eased-Edge Dimen- 
sion is Double-End Trimmed. 


Straight and Mixed Cars. We solicit 
your inquiries and orders. 


Southwest Lumber Mills Inc. 


McNary, Arizona 


Mills at Flagstaff and 
McNary, Arizona 


DISTRICT SALES OFFICES 
PHOENIX, ARIZ.— © "oR i resentative 


CHICAGO — © Sisnmger=® Snn.2 Saree as 


NEW YORK - * 1 Drone. Vanderbilt 36407 


















Red Devil, 
for QUALITY 


No. 024 
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RED DEVIL PLATED GLASS CUTTERS 
New standard handles on all modern-line models— 
perfect finger rest. Heavily plated —cutters literally 
glide along the rule. Long-life wheel, hard bronze 
axle. Pregreased. Rust proof. 


DIAMOND 
POINT DRIVER 


Automatic. Drives points 
at machine gun speed 
into hardest wood—from 
any angle. Holds clip of 
100 Diamond points. 
Makes glazing easy. 
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DIAMOND POINTS 
Made in %” and 4" len 

100 to a stick. Will not 
corrode. Can be driven in- 
to hardest wood without 
— Best made for 
sash, frames or mirrors. 












TRIANGLE POINTS 


Made of pure zinc and zinc 
coated in 6 sizes. Handy 
packages of 2 oz. to 1 Ib. 
with free driving tool. 









WALL SCRAPERS 
PUTTY KNIVES 
WOOD SCRAPERS 
Best in performance be- 
cause they are best in 
quality. 
Send for Catalog 


) LANDON P. SMITH, iwc. 


IRVINGTON, N. J. 





Correctly Designed Parts for 


TAIRWAYS 


Complete stocks for prompt shipment in OAK, 
RED GUM, BIRCH, YELLOW PINE. Other 
woods also available. 





With our modern equipment, we invite in- 
quiries to take care of your CIRCULAR and 
ODD STAIRWAY JOBS. Send us your prob- 
lems in special or difficult millwork, 


Write for Stair Folder “G.” 


Corbett Cabinet Mfg. Co., ™ ™""* 





Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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YARD, MILL and OFFICE 


Newsy Notes of Persons and Places 








John K. S. Walter, of the Santa Fe 
Builder’s Supply Co., has returned from a 
two week’s visit to factories and supply 
houses in Chicago and points east. 

Mr. Lewis, W. H. Lewis Lumber Co, 
Denver, Colo., left recently for a two weeks 
business trip to the Northwest: Spokane, 
Seattle and other points. 

The Grand Rapids Lumber Co., Inc., 
Grand Rapids, Mich., has been commended 
for its safety record and co-operation in a 
local safety campaign. Firm employees trav - 
eled 80,280 miles without an accident. 

A. H. Onstad, chief construction engineer 
for the Weyerhaeuser Timber Company, was 
elected president of the Fircrest Golf Club 


and communication committee of the New- 
ark Defense Council, Newark, N. J., which 
was appointed recently by Mayor Ellenstein 
of Newark. 


John B. Morrison has succeeded Charles 
M. Goodman as president of J. J. Moore & 
Co., Inc., pioneer lumber exporting and im- 
porting firm of San Francisco. Mr. Mor- 
rison has been with the company for 1+ 
years. 


E. W. Daniels, president of the Harbor 
Plywood Corporation and a past president 
of the Hoquiam, Wash., Chamber of Com- 
merce, was the principal speaker at a meet- 
ing of that organization at the Emerson 
Hotel in Hoquiam the night of October 24. 





Lumberman Designs New Carrier to Speed Hauling 


MontTGOMERY, ALA., Oct. 28.—A_ lumber 
carrier, designed by an active lumberman, is 
being manufactured by the Machinery Divi- 
sion of the Foshee Lumber Co., Montgom- 
ery, Ala. Patents for the new machine are 
held by W. S. Foshee, president of the 
Foshee company and H. H. Houston, su- 
perintendent of the same concern and de- 
signer of the carrier. It is said that the 
device, known as the Foshee Lumber Car- 


- 
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rier, will handle as a unit, a pile of lumber 
up to 2500 feet. It is operated by a power 
take-off from any standard tractor which 
is used to pull it. Lumber is piled on 
“dollys” constructed of two blocks and a 
cross piece for about 30 cents a pair. Stir- 
rups on the new carrier catch these supports 
and elevate the pile ten inches for hauling. 
A folder, “New Methods of Lumber Haul- 
ing” has been issued by the Foshee company. 








at the recent annual meeting of that orgami- 
zation in Tacoma, Wash. 

William E. Nelsen, sales manager of the 
Hampton Lumber Company, Tacoma, Wash., 
retail concern, spent two weeks in Califor- 
nia the latter part of October on a com- 
bination business and pleasure trip. 


Charles Plant, of Bloedel, Stewart & 
Welch, Vancouver, B. C., who was recently 
elected president of the Consolidated Red 
Cedar Shingle Association of British Co- 
lumbia, has just flown to Denver, Colo., on 
a business trip. 

Leo Burgert who in 1935 joined the FH.A 
and has been preliminary examiner for the 
Wisconsin office in Milwaukee, has resigne‘| 
to become manager of the FHA department 
of the Badger Lumber & Coal Co. Ia 
Crosse, Wis. 

Walter W. 


Weller of Weyerhaeuser 


Sales Co. is a member of the transportation 


Word has been received that R. Putnam 
has become manager of the Kansas City 
(Mo.) office of the Southwestern Creosoting 
Co., of Muskogee, Okla. Previous to this 
connection Mr. Putnam was associated with 
Wood Preserving Corp. 


Horace A. Bailey of Bailey & Delano 
Lumber Co., Boston, and president of New 
England Wholesale Lumber Association, is 
devoting the ten day period of October 25- 
November 4 to his annual hunting visit in 
the wilds of northern Maine with a party 
of five friends. 


A luncheon meeting in honor of Vice 
President Restrick, of the Restrick Lumber 
Co., Detroit, and Edward Smith, a builder, 
also of Detroit, was held at the Buffalo Ath- 
letic Club recently. The Detroit men came 
to Buffalo to make a further study of home 
planning and construction methods developed 
by the building men of Buffalo and the Cer- 
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tified Homes Bureau. After the luncheon a 
tour was made of various Buffalo home 
building developments. 


The Polson Logging Co. soon will begin 
laying steel for a new logging railroad that 
will tap a big section of fir timber in the 
Humptulips-Wishkah area near here. In 
making a cut 900 feet long, 500 feet wide 
at top, 500,000 cubic yards of earth and rock 
was removed. 


Recent California visitors included: Al- 
bert Schafer, vice president of Schafer 
Bros. Lumber & Shingle Co., Montesano, 
Wash., to San Francisco; Henry Anderson, 
Twin Harbors Lumber Co. and Olympic 
Hardwood Co., Inc., Aberdeen, Wash., to 
Los Angeles on his way east. 


James G. Walker, W. H. Sawyer Lumber 
Co., Worcester, Mass., has recently begun 
a series of lessons on “Sailing and Racing 
Centerboard Sailboats” at the Worcester 
Y. M. C. A. Mr. Walker has had wide ex- 
perience in sailing and racing boats of all 
sizes and types, having won many cham- 
pionships. 


At a meeting of the board of directors of 
the Susquehanna Lumber Co. and the Nan- 
ticoke Construction’ Co., both of Nanticoke, 
Pa., a celebration was held in honor of the 
82nd birthday of Treasurer O. S. Kerstet- 
ter. Refreshments were served and a hand- 
somely engraved walking stick was pre- 
sented to Mr. Kerstetter. 


At the completion of nearly two score 
years in the retail lumber business, of which 
30 years were spent in Puente, Cal., A. G. 
Clabaugh, manager of the Patten-Blinn 
Lumber Co., in Puente, has retired from 
active service. His son Robert S. Clabaugh, 
who has had 23 years experience in the local 
yard, will succeed him as the new manager. 


An interesting addition to the Boston 
market comes with the arrival, as a refugee, 
from Vienna, Austria, of Joseph Marbach 
who for many years had operated an im- 
portant dressing mill there. He has estab- 
lished headquarters here to handle a general 
line of wholesale lumber, and will soon equip 
a planing mill to supply dressed and worked 
lumber. 


A party of sash and door men from 
Baltimore, as well as distributors of ply- 
wood, journeyed over to Philadelphia re- 
cently to witness a demonstration arranged 
by the Douglas Plywood Association of the 
uses of this product. The demonstration 
was given in the Benjamin Franklin Ho- 
tel and the invited guests were afterward 
treated to a luncheon. The exhibit was 
under the direction of W. E. Difford, man- 
aging director of the association. 


Recent roving Californians on business 
and/or pleasure: Charles Stowe, Stowe- 
Lima Lumber Co., Hayward, to Salt Lake 
City, Bryce Canyon, Boulder Dam and 
Death Valley; Joe Rogers, Square Deal 
Lumber Co., and Sidney Prouty, Tynan 
Lumber Co., both of Salinas, to Pacific 
Northwest; J. Z. Todd, Western Door & 
Sash Co., Oakland, to University of Penn- 
sylvania’s 200th anniversary, Philadelphia ; 
Gus Luellwitz, Globe Lumber Co., Ltd., Los 
Angeles, to Alaska; D. G. MacDougall. 
MacDougall Door & Plywood Co., Los 
Angeles, to New York and other points 
east, 


Amemecanfiumberman 


RETAIL YARD CHANGES 


FREDERICK, Oxita.—H. H. Kniffin, who 
has been for the past few years with Cald- 
well-Nuckles Lumber Co., has taken a po- 
sition with the Rounds & Porter Lumber 
Co., who also have a yard here. 

Rusu Sprincs, OxLta.—J. M. Thompson 
is the new manager of the Antrim Lumber 
Co. here. He was formerly with the Mans- 
field Lumber Co. of Gravette, Ark. Mr. and 
Mrs. Thompson and their three children 
have already moved to Rush Springs. 

Pasco, WasH.—William A. Stuart, Jr., 
has been appointed manager of Potlatch 
Yards, Inc., here to replace Henry Purnell. 


Plywood Corporation Celebrates 
Start of Production 


ABERDEEN, WAsH., Oct. 28.—The Ameri- 
can Plywood Corporation celebrated the 
start of commercial production at its new 
plant here recently with a public open house. 
Special guests of honor included a delega- 
tion of 30 Portland, Ore., business and in- 
dustrial leaders who were making a good- 
will tour of Southwest Washington. V. A. 
Nyman, who was manager of the Aberdeen 
Plywood Company plant destroyed by fire 
here nearly a year ago, is the manager of 
the American Plywood Corporation. 
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YOU CAN “POINT WITH PRIDE” 
IF IT’S KIRBY’S KILN DRIED” 


.......... and in conclusion, fel- 
low lumbermen, I state, without fear 
of contradiction, that if you stock 
your yards with KIRBY lumber, you 
will be voted a wise retailer. 


KIRBY LUMBER CORPORATION 


SOUTHERN HARDWOODS 
Kirby Building, HOUSTON, TEXAS 
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This Lumber Buyer Says: 


“I buy PINE 
and FIR from 
SOUTHWEST 
LUMBER CoO., 
Alamogordo, 
New Mexico. 
I always get 
lumber that 
is GOOD, 
properly 
seasoned, 
well-manu- 
factured.” 


Douglas Fir © White Fir 
PONDEROSA PINE 





Here’s Fir from the Sacramento Mountains. Lumber 
cut from timber that grows at an altitude of 10,000 
feet. Especially suitable for construction work. 
Choice Ponderosa Pine, soft-textured, even-grained, 
easily workable. This is a modern mill, with up- 
to-the-minute manufacturing facilities. A timber 
supply of 11/2, billion feet. Forty-two years’ expe- 
rience serving the trade. 


Box Shook and Crates. Write us today. 


Southwest Lumber Co. 


Alamogordo, New Mexico 





THE FEATHER RIVER 
LUMBER COMPANY 
Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 














FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 














AMERICAN LUMBERMAN, 


JAMES W. SEWALL NW 


Consulting Forester 


JAMES W. SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block 
& Established 1910 Port Arthur, Ontario ¢ 





RANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
431 So. Dearbora St., CHICAGC. 
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Among Lumber Clubs 


West Side Hardwood Club Has 
Seventeenth Annual 


Pine Buiurr, ArK., Oct. 28.—The seven- 
teenth annual meeting of the West Side 
Hardwood Club was held at the Hotel Pines 
here recently, and as is the custom on this 
day, a squirrel dinner was served. After 
the dinner, President G. C. Morgan called 
on Carl White, chairman of the nominating 
committee, for nomination of president, vice- 
president and board of governors for the 
ensuing year, and the following were named 
and unanimously elected: 

President: E. E. Fohrell, Sparkman Hard- 
wood Lumber Co., Sparkman, Ark. 

Vice president: E. N. White, Southern 
Lumber Company, Warren, Ark. 

The president and vice president, together 
with the following comprise the board of 
governors: 

A. G. Wheeler, Wheeler Lumber Co., Pine 
Bluff, Ark., J. E. Townsend, Townsend 
Bros., Stuttgart, Ark.; John T. Erwin, 
Crossett Lumber Co., Crossett, Ark.; Frank 
Anthony, Anthony-Williams Lumber Co., 
Calion, Ark. 

P. E. Nichols of the Nichols Lumber Co., 
Pine Bluff, was again appointed treasurer 
and O. S. Robinson of O. S. Robinson Lum- 


ber Co., Camden, Ark., was again ap- 
pointed secretary. 

All present were highly enthusiastic for 
the outlook during the balance of 1940 and 
all reported good business. The next meet- 
ing will be held at Pine Bluff Nov. 21. 





lowa Hoo-Hoo Reelects Officers 
and Directors Unanimously 


Des Moines, Iowa, Oct. 29.—Members of 
the Iowa Hoo-Hoo Club met in Des Moines 
recently and reelected the officers and di- 
rectors by unanimous vote. Willard W. 
Holman, Melbourne, Iowa, was elected pres- 
ident, William G. Knauer, Des Moines, 
Iowa, vice president, Raymond S. Kirk, 
West Des Moines, Iowa, treasurer, and Ture 
Engstrom, Des Moines, Iowa, secretary. 

President Holman appointed the following 
committee chairmen: Cat Tom Allen, chair - 
man attendance committee, Ed Weitz, as- 
sistant. Cat Harry Hutton, chairman pro- 
gram committee. Cat Ed Weitz, chairman 
auditing committee. Cat Bill Badeaux, 
chairman publicity committee. 

Twenty young ladies, students of the Des 
Moines East High School, entertained with 
one of the finest programs of the year. Each 
of the young ladies in the opening and clos- 
ing numbers had small wooden signs hang- 





Remodeled Kilns Increase 


La GRANDE, OreE., Oct. 24.—A marked 
increase in the capacity of the drying facili- 
ties of the Mt. Emily Lumber Co., in this 
city, was accomplished by converting their 
old type kilns into a Moore Cross Circula- 
tion system. They have twelve such kilns 
equipped with automatic controllers which 
thermostatically regulate drying elements. 

The Mt. Emily Lumber Co. operates a 
modern Ponderosa Pine mill which has an 
annual capacity of 50,000,000 feet. Three 
logging camps on wheels are a part of the 
organization and employ about 300 of the 





Mill's Drying Capacity 


500 Mt. Emily company workers. The prin- 


cipal manufacturing plant located here con- 
sists of three bandmills and one re-saw mill. 

Offices at La Grande house the company’s 
executive staff: C. J. Kinzel, president; A. 
J. Stange, vice-president and general man- 
ager; L. K. Kinzel, secretary and manager 
of woods and lands; F. E. Lanzer, assistant 
secretary and sales manager. 

The Mt. Emily organization is an out- 
growth of the Kinzel-Stange interests 
which in the past operated extensively at 
Merrill, Wis., as well as in the West. 


View of Moore Dry Kilns at the Mt. Emily Lumber Co. plant 
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ing from their shoulders bearing the names 
of the Des Moines retailers and manufac- 
turers. 





Nylta Takes Bigger Quarters 
for Its Christmas Party 


New York, Oct. 28.—The committee in 
charge of Nylta’s Christmas party, to be 
held Dec. 14 this year, under the chairman- 
ship of Charlie Rizzi, has made an early 
start on arrangements. The party will be 
held at the Hotel Biltmore, where the com- 
mittee was most fortunate in securing the 
Grand Ballroom. The Souvenir Program 
feature is already on the way, and the com- 
mittee has in mind a stage show which will 
top anything in the past. The committee 
believes that everyone who attends is going 
to be delighted. At least 500 are expected, 
and another hundred could be accommodated 
without any inconvenience. 





Washington, D. C., Hoo-Hoo 
Initiates 


Wasuinocton, D. C., Oct. 28—A large 
litter of kittens was taken into the fold of 
Hoo-Hoo Club No. 99 at the concatenation 
held in the Continental Hotel here recently, 
and W. A. Church, Jr., put the initiates 
through the ritual in a competent and en- 
tertaining style. Channing S. Walker, 
Snark, presided, and Wilson Compton, sec- 
retary of the National Lumber Manufac- 
turers’ Association, and Richard Kimball, 
technical adviser of that organization, at- 
tended. 

Present also was Phillips A. Hayward, 
chief of the Forest Products Division of the 
Department of Commerce of Washington, 
who had been made a member of the Su- 
preme Nine, with jurisdiction over Wash- 
ington and Baltimore. 





Memphis Lumbermen Enjoy Large 
Halloween Fete 


MeEmpPHIs, TENN., Oct. 30—Members of 
the Lumbermen’s Club of Memphis and 
their ladies enjoyed a Halloween revel at 
Hotel Peabody that was one of the most 
elaborately arranged social events of the 
season. More than 200 attended. Handsome 
souvenirs were presented to the ladies, fol- 
lowed by dancing. 





Lumbermen Hear Appeal for 
Candidate for Governor 


MeEmMPHIs, TENN., Oct. 28—C. Arthur 
Bruce, Republican candidate for the gov- 
ernorship of Tennessee on the Republican 
ticket, won the applause of members of the 
Lumbermen’s Club of Memphis, at the meet- 
ing Oct. 24, when Ralph E. Hill, secretary- 
treasurer of the National Oak Flooring 
Manufacturers’ Association made an appeal 
in his behalf. Mr. Bruce is vice president 
of the E. L. Bruce Co. 

Mr. Hill told of his long association with 
Mr. Bruce and his untiring efforts in behalt 
of the industry. He said that he would be 
derelict in his duty to a fellow lumberman 
if he failed to ask for support for Mr. 
Bruce. The members cheered and applauded 
Mr. Hill’s talk. 
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BIRCH & SOFT MAPLE 


We have a good supply of Soft Maple in 
4/4, 5/4, 6/4 and 8/4; also 4/4 and 5/4 Com. 
Birch. Let us quote you. 


CoTTON HANLON 


ODESSA , NCY. 
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at dependable prices. 


DEPENDABLE SOURCE OF SUPPLY 


Now is the time when the smart buyer is the one 
who sticks close to a de 
and dependable quality. 
themselves out on a j 
dependable source of supply. dependable quality 


mdable source of supply 
any —— price buyers 
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Dealer. 


BRADLEY-MILLER FRAMES 


Quick-Sellers and Customer-Pleasers 


This super-quality frame line is a profit line for you, Mr. 
Made of Genuine White Pine, carefully seasoned, 
just right in strength, stiffness and weight, they are painstak- 
ingly manufactured. Snugly fitting, they keep their shape 
and quality through years of service. We also furnish Pon- 
derosa Pine Frames, same manufacture and grade as the 
Genuine White Pine. Let us have your inquiries and orders. 









BAY CITY, MICHIGAN 





THESE 
DEPENDABLE 
PRODUCERS CAN 
SUPPLY ALL 
YOUR NEEDS 





This good-looking North Carolina Pine! has strength, endurance and 
wear-resistance. It’s beautiful in color and grain. It's THE lumber 
for general all-around dependable construction, both interior and 
exterior. The reliable firms named below have modem mills and up- 
to-date machines for precision manufacture. They can supply you 
with all building items in North Carolina Pine. 





ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 
SPA Grade Marked Lumber 


Mfrs. Flooring, Ceiling, Casing, Moldings, Roefers 


and Framing Lumber. Kiln Dried and Air Dried. 





PROMPT SERVICE on STRAIGHT or MIXED CARS 


BURRUSS LAND & LUMBER CO. 
Lynchbarg, Va. 


Kiln Dried, Grade Marked N. C. Pine. R. R. Material 


a specialty. Car Lining ard Decking. Mills 
im Va. and N. C. 





Oe © 
HARD 
\ymnonay) MAPLE 


AND BIRCH 
FLOORING 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&SIWwELLAS 


LUMBER COMPANY 
MANUFACTURERS 
MENOMINEE MICHIGAN. 


Ask Your Wholesaler 
for “ALGER” BRAND 
LONG LEAF SHED & YARD STOCK 
MOULDINGS, LATH, SHINGLES. 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 

















meas, 
W.T.SMITH LUMBER CO. 


YELLOW PINE & HARDWOODS 








Chapm pNE-Vers beats! 








WHITE PINE [2te— 


California White 
Also and Sugar Pine 


Fir Wallboar War” as Products 


William Schuette Company 


New York 


Office—4i East 42d St. PITTSBURGH, PA. 


GILLIES BROS. Led. 


BRAESIDE, ONTARIO, CANADA 


cenuine WHITE PINE sos. 


Air-Seasoned e Water-Cured 


for nearly 100 years. Capacity 30,000,000 feet annually. 
Members N. W. L. D. Assn. 
DRY STOCK--ROUGH or DRESSED. PROMPT SHIPMENT. 











Direct Importers of 


BALSA WOOD 


STOCKS IN PORT FOR 
PROMPT SHIPMENT 


{|| F.C. LUTHI & CO., WEWorteans, & 





Vest Pocket Ready Reckoner 4 3%! ven 


pocket manual 
including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 
tabulations. Prepaid, 50 cents 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 


_be passed.” 


Amemcanfiumherman 





November 2, 1940 


Florida Dealers Hear Four 


Tampa, F1ia., Oct. 28.—Addresses by four 
prominent speakers—Dan McCarty, speaker- 
elect of the Florida State House of Repre- 
sentatives, O. K. La Roque, president of the 
Federal Home Loan Bank, Winston-Salem, 
N. C., David L. Montonna, general man- 
ager, Central Zone, Allied Building Credits, 
and John P. Ingle, manager of the Associ- 
ated Industries of Jacksonville, Florida, 
featured sessions of Florida Lumber and 
Millwork Association’s 20th semi-annual con- 
vention, which was held here Oct. 17-18. 

Delegates, who made their headquarters at 
the Tampa Terrace Hotel, wound up busi- 
ness sessions during the afternoon of Octo- 
ber 18, and closed the convention with a 
banquet and dance in the Palm Room of the 
hotel. 


Mayor Extends Greetings 


The meeting was called to order by Presi- 
dent James F. Mack, and the response to 
the welcome, given by Mayor R. E. L. 
Chancey, of Tampa, was delivered by Ai 
Combs, vice president of Florida Lumber 
and Millwork Association. 

Predicting that the 1940-41 session of the 
Legislature will take 
care of State needs 
on less than half the 
amount expended in 
1939, Mr. McCarty, 
speaker-elect of the 
State House of Rep- 





JAMES F. MACK, 


Hollywood, Fla. 
President 





resentatives, declared 
here today “no new 
taxes will be needed 
and obviously 
no sales taxes will 


“State expendi- 
tures have risen from 
$25,000,000 to $70,000,000, approximately, and 
some economy measures can be adopted to 
reduce the expenditures materially,” he said. 

Speaking on “Home Financing,” O. K. 
La Roque commented that since the titles 
to the land sprang from the government, it 
was entirely proper that this same govern- 
ment in time of need should come to the 
rescue of those who had been encouraged in 
the ownership and improvement of lands 
thus granted. 

“Home ownership in America today is 
the ideal to which an intelligent citizenship 
is striving. This home ownership is now 
attained largely on an installment basis, and 
on terms not readily available eight to ten 
years ago,” said Mr. La Roque. 

“Unfortunately the general public does not 
understand the real functions of the Federal 
Home Loan Bank system,’ Mr. La Roque 
stated. “We are looked upon as a temporary 
federal relief agency, using Congressional 
appropriations for the purpose of acting 
somewhat in the capacity of a governmental 
Santa Claus. Because of this lack of 
understanding, I am presuming to suggest 





comparison of the Federal Home Loan Bank 
system, in relation to building, savings and 
loan associations, insurance companies and 
savings banks, with the service of the Fed- 
eral Reserve system, in its relation to the 
commercial banking business of the country.” 

Mr. La Roque gave a detailed explanation 
of the functions of the Federal Home Loan 
Bank, its organization, and the success with 
which it has functioned. 


Repair and Remodeling Market 


Repair, remodeling and alteration business 
offers the greatest sales opportunity of any 
retail industry, and only 20 percent of 
America’s lumber and building material deal- 
ers are taking adequate advantage of it, 
David L. Montonna, told the semi-annual 
convention. 

Mr. Montonna pointed out that the na- 
tional defense program is creating a housing 
shortage in the state. He urged the group 
to concentrate not on new construction, but 
on remodeling and repair work on a monthly 
payment basis. 

“Twenty percent of the lumber dealers of 
the United States are doing 90 percent of 
this great volume of business, and 80 percent 
are missing the boat, missing out on their 
biggest market,” said Montonna. 

“Some lumber and building material deal- 
ers claim that this is chicken feed business,” 
he declared. “They say it brings in small 
profits. Well, so do the Woolworth prod- 
ucts, and they’re getting along all right. 

“But, about this small volume stuff; let’s 
look at the figures: FHA has done business 
totalling $1,100,000,000 under its Title I, re- 
modeling and repair work, in 3,000,000 sales 
up to August, 1940—10,000 deals a week. 
That’s big business in any man’s language.” 

The key to success in this business, he 
pointed out, is use of the time payment plan, 
“and the lumber dealer should control the 
financing.” Because this business in so many 
cases in the past has needed cash financing, 
he explained, people have bought automo- 
biles, radio and furniture instead, because 
they could get them on time. 


Discusses Buying on Time 


“Thirty years ago a new industry came 
into our business lives, the horseless car- 
riage,” he continued. “If they had sold auto- 
mobiles for cash since that time, they would 
have lost 85 percent of their business, be- 
cause most folks who have cars today 
couldn’t have bought them for cash. Am 
if they had had to sell them for cash, they 
would have cost $3,000 each. 

“Some may claim that buying on time is 
poor economy? They may say it was a rea- 
son for the economic depression? But the 
fact remains that people today are instal- 
ment minded, they’re going to buy radios, 
automobiles, and every salesman is after that 
instalment dollar. The lumberman might as 
well be right in there fighting for his part 
of it. And it’s a known fact that many peo- 
ple could never enjoy certain comforts and 
many luxuries if they did not resort to time 
financing to pay for it.” 

The United States is short in its housing 
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program, he said, and new construction will 
never take up this slack. The only remedy 
is a big volume of repair work, remodeling 
and alteration. 

“And this is sound financing, too,” he 
added, “because the notes will be paid by 
the time the shortage in building is caught 
up, and the rent will pay up the note at the 
time the note is retired.” 

Speaking on “Workmen’s Compensation 
Legislation,” Mr. Ingle said that the State 
Industrial Commission has done nothing 
toward investigating conditions. “It has 
only filed claims and seen that they are paid. 
but has done nothing constructive,’ he de- 
clared. 





Seek Woods to Take Place of 
European Pipe Briar 


Rep Biurr, CAtir., Oct. 26.—Representa- 
tives of an eastern briar smoking pipe manu- 
facturing company have been searching the 
manzanita brush fields in this vicinity seek- 
ing a substitute for Italian, Algerian and 
Balkan briar wood, now unobtainable. Dis- 
trict officials of the Forest Service were said 
to be co-operating in the search. If sufficient 
suitable burls from which to cut pipe wood 
can be found, it was indicated, a sawmill 
will be erected here to cut wood into blocks 
for shipment to New York. It was reported 
some excellent wood had been found. 
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Lumber and Log Exports 
and Imports 


WasuHinctTon, D. C., Oct. 30.—Exports 
of hardwood and softwood lumber, logs and 
ties for the first nine months of 1940 (Jan. 1 
to Sept. 30) totaled 838,657,000 feet, as com- 
pared with 989,695,000 feet for the first nine 
months of 1939, a decrease of 15 percent, 
according to the Forest Products Division. 
Sawed material (including sawn ties and 
shook) accounted for 766,158,000 feet in 
1940, as compared with 870,567,000 feet, a 
decrease of 12 percent. Exports of logs and 
hewn timber (including hewn ties) totaled 
72,499,000 feet, as against 119,128,000 feet, a 
decrease of 39 percent. Amounts below cover 
first nine months of 1940, with comparative 
1939 figures in parenthesis: 


Sawn softwood (excluding ties and 
shook) totaled 563,563,000 (617,695,000) 
feet; Douglas fir totaled 302,402,000 (331,- 
275,000) feet; southern pine, 180,609,000 
(210,005,000) feet. Sawn hardwoods (in- 
cluding flooring, and excluding ties and 
shook) totaled 116,371,000 (215,971,000) 
feet. Oak totaled 49,637,000 (125,819,000) 
feet; ash, 11,270,000 (20,982,000) feet; pop- 
lar, 12,245,000 (14,886,000) feet; red and 
sap gum, 5,877,000 (11,682,000) feet. Soft- 
wood tog exports totaled 46,276,000 (87,- 
700,000) feet; hardwood, 15,666,000 (18,- 
693,000) feet; Douglas fir accounted for 
28,162,000 (64,676,000) feet; cottonwood 
and aspen, 9,693,000 (12,086,000) feet. 
Hewn ties totaled 10,557,000 (12,735,000) 
board feet; sawn, 16,219,000 (16,814,000) 
feet and shook, 70,005,000 (20,087,000) feet. 

Total imports of hardwood and soft- 
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wood logs and lumber (including cabinet 
woods, sawn railroad ties, box shooks and 
empty packing cases) for 1940 totaled 
678,076,000 (651,383,000) feet, a gain of 4 
percent. Logs (hardwood and softwood) 
accounted for 155,791,000 (162,894,000) 
feet; softwood lumber, 432,094,000 (414,- 
736,000) feet; hardwood lumber and sawed 
cabinet woods, 79,390,000 (67,204,000) feet. 
Spruce was the most important softwood 
imported, totaling 208,645,000 (190,528,000) 
feet. Imports of fir and hemlock com- 
bined totaled 92,959,000 (121,880,000) feet, 
and pine, 85,198,000 (71,845,000) feet. 


Canadian Hardwood 
Output, 1939 


MontTrEAL, Que., Oct. 29.—The gross 
value of Canadian hardwood products was 
$3,480,219 in 1939, an increase of $125,035 
over the value of the previous year, accord- 
ing to Dominion Bureau of Statistics. Hard- 
wood flooring produced was valued at $2,- 
583,488 and consisted of 19,644,000 feet of 
birch, 701,000 feet of beech, 11,067,000 feet 
of maple, 450,000 feet of red oak, quartered 
and plain, 11,827,000 feet of white oak, quar- 
tered and plain, and 7,000 feet of other hard- 
woods. Other products of these estab- 
lishments included sash, doors and other 
millwork valued at $189,558 ; matched lumber, 
other than hardwood flooring, valued at 
$136,809 ; planed lumber, $38,663; moulding, 
$208,401, and all other products, $323,300. 
Capital investment in these concerns in- 
creased from $3,419,567 in 1938 to $3,654,356 
in 1939. 
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The Sargent Line and the Sargent Merchandising Plan make the Lumber Store, that sells 
Sargent Paint Products, known as ‘PAINT HEADQUARTERS." Let us help you modernize 


your Lumber Store from your present display room. Your Sargent Paint Department 


will outsell at a god “sail dollar for poe any line of merchandise you ever sold. 











Write today for full details 
of the Sargent Merchandising 


_ Plan ‘for the Lumber Store. — 


AND ENAMEL 
tet awere tie 


THE Sangent: Gerke = : 


Producers of PAINT, 



















CALBAR 
CAULKING 
COMPOUND 


FOR ASBESTOS 
SHINGLE SIDING 
It is necessary to seal Nail Holes, Cor- 
ners and Openings around Windows 
and Doors in order to provide a re 


ll 
Waterproof Job—Use CALBAR “CAULKING 
COMPOUND. 


Asbestos Shingle Siding usually requires ¢ 
Brilliant White color or Brilliant Light Gray 
other colors can also be furnished. Made ir 
several Grades, easily applied with Calba’ 
Pressure Gun. 


Send for information or order thru your Jobber. 
CALBAR Paint & Varnish Co. 


Manufacturers of Technical Products 
2612-26 N. MARTHA ST. - PHILADELPHIA, PA. 






















HOTEL BENSON 


PORTLAND 
OREGON’S 


Distinctive Hotel 


Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 

All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 


B. C. Supplies Tea Chests 
to Orient 


Vancouver, B. C., Oct. 26—Five Van- 
couver sash and door firms are now making 
tea chest battens, the wooden frames over 
which is fastened the plywood that com- 
pletes the chest. They have contracted to 
supply 30,000,000 finished pieces, eight of 
which are used in each frame. The frames 
are shipped to India, Singapore, Ceylon, Co- 
lombo, Batavia and other tea-producing 
countries. British Columbia plywood firms 
are so busy that most of the plywood is 
being obtained from Eastern Canada and 
the United States. Tea chests in the past 
have come almost exclusively from Scandi- 
navian countries. 











Buy Inland Empire Timber 

SPOKANE, WASH., Oct. 29.—Timber hold- 
ings of the Panhandle Lumber Co. (Ltd.) 
in Idaho and Washington have been pur- 
chased by a group of Spokane lumbermen, 
headed by E. C. Wert as trustee. Mr. Wert 
is well known as the vice president and 
sales manager of the Long Lake Lumber 
Co. and the Spokane Pine Products Co. 
John Dimeling, of Spokane, is president of 
Panhandle, which is being liquidated. The 
planing mill at Spirit Lake shut down per- 
manently last week. The Idaho holdings 
consist of 20,000 acres near Twin Lakes, 
with 10,000,000 feet of white pine and other 
timber. The Washington holdings are west 
of Spirit Lake and comprise 7,000 acres with 
9,000,000 feet of white pine. Logging plans 
are now being worked out. 
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Lumbermen Study Conditions 


MANcHEsTER, N. H., Oct. 29—One hun- 
dred members and guests of the New Eng- 
land Lumberbermen’s Association gathered 
here recently at an all day session at the 
Hotel Carpenter for a discussion of current 
conditions in lumber production and distribu- 
tion. W. D. Veazey of Laconia, N. H., 
president of the association, was in the chair 
at the morning business session during which 
time leading operators discussed the status 
of stocks on hand and the rapidly rising 
demand for all types of native pine that is 
steadily moving the market into a stronger 
price position. 


Regulation of Cutting Discussed 


K. E. Barraclough, extension forester at 
the University of New Hampshire, spoke 
concerning increased exploitation of New 
England fcrest resources during the next 
few years, for the hurricane of 1938 has al- 
ready taken its toll. Many years will be 
required to restore the forest to complete 
health and normal growth. “At the present 
time” he said “we are entering a period of 
rising prices and increased demand for our 
native lumber. National defense require- 
ments during the next twelve months are ex- 
pected to range between four and five bil- 
lion feet according to the 37th quarterly 
report of the Lumber Survey Committee. The 
effects of this defense program are already 
being felt. To conserve and protect our 
forest resources a policy of public regulation 
of timber cutting on private lands is now 
being discussed by the federal and many of 
the state governments, the National Lumber 
Manufacturers’ Association and other groups, 
and recommendation for federal action has 
been made by the United States Forest 
Service to the joint Congressional Commit- 
tee at Washington.” 

State Forester Foster followed with a 
discussion covering the present condition of 
the forest cover in the state and the regu- 
lation either by the state or by private own- 


ers of all forest cuttings. “Regulation is in 


the offing” said he “and if improved forest 
management cannot be brought otherwise, 
then regulation is inevitable. Many of our 
forward looking land owners, as well as 
lumber association officials are definitely 
recognizing the necessity of action along 
these lines. The easiest course for us to fol- 
low, in this State, is to wait until a national 
program has been decided upon by Congress, 
and then climb aboard the band wagon and 
be prepared to do our part.” 


Salvage Work Reviewed 


Grover M. Conzet, assistant director of 
the Northeastern Timber Salvage Admin- 
istration reviewed the work of his organiza- 
tion in salvaging the logs felled in the huri- 
cane of 1938 and in safeguarding the area 
from devastating fires. He referred briefly 
to the recent sale of 425,000,000 feet of 
sawed pine and outlined plans for final dis- 
position of all logs remaining in the holding 
ponds. There remains a threat of forest fires 
in the areas covered by slash and down sap- 
lings, and this is being guarded against 24 
hours a day by forest service experts. 

Other speakers included C. D. Hudson, 


Washington, D. C., secy.-mgr. National 
Wooden Box Association, and David M. 
Osborne, vice president and general mana- 
ger at Boston, of the Eastern Pine Sales 
Corporation. Mr. Osborne made it clear 
that it was the plan of his company to co- 
operate in every way possible with the regu- 
lar distributors of native pine lumber by 
marketing 100,000,000 feet in each of the 
next four calendar years strictly to the gov- 
ernment, the railroads, certain industrials 
and to wholesale distributors. “Prices will 
follow the market” said he. “Headquarters 
equipment at Boston is now complete. Ade- 
quate dressing mill facilities have been se- 
cured at key points. We are now able to 
establish selling prices at our shipping points 
and plan to begin making deliveries of 
dressed and worked lumber by Nov. 1.” 

The guest speaker following luncheon 
was J. R. Bancroft of Boston, president, 
American Institute of Finance. 





HOW TO PULL A STUMP 


A tale of stump-pulling extraordinary 
comes from the hinterland of B. C. It con- 
cerns a Scottish pioneer by the name of 
Archie Cameron, whose folks homesteaded 
in a big tree farm district of the West Coast 
province. 

Archie, when recalling the good old days, 
often complained that getting rid of the 
monster tree stumps was the most difficult 
task confronting the pioneers, lacking as they 
did the regular stump-pullers, jacks, and a 
supply of blasting powder. So, with true 
Scottish resourcefulness, the Camerons in- 
vented their own ingenious system of routing 
out the stumps. They used a pry. The re- 
markable feature about this pry was that it 
measured a little over a hundred feet in 
length, for the stumps were pretty large. 

The method of operation was to get the 
butt end of the big pry securely placed in a 
hole they dug under the stump to be ousted, 
with a stout log in place for the pry to lean 
on. Then Grandfather Cameron would crawl 
up the length of the hundred foot stick, clasp 
his hands together, and hang suspended from 
the end. Next, Father Cameron would 
climb up the stick, crawl down over the old 
man, and hang onto Grandfather Cameron’s 
boots. 

Following him would come Father Cam- 
eron’s sons, of whom there were seven. The 
number needed on the pry depended entirely 
upon the size of the stump to be routed. If 
it was a firmly rooted proposition, then one 
by one the seven sons would take their places 
on the string suspended from the end of the 
pry, with Archie Cameron, being the young- 
est, at the tail end of the string. 

One day when they were working on a 
particularly large stump, the long pry was 
bent nearly double by the weight of the Cam- 
erons, and the stump was all set to go when 
suddenly Grandfather’s boots pulled off. 

“Weel,” concludes Archie. “We didna see 
the auld man fer three solid weeks, then he 
came limpin’ in one day in his stocking feet. 
It had taken him a’ that time tae walk back, 
an’ then Grandmother gave him a guid 
tonguein’ fer wearin’ oot the soles o’ his 
socks !”” 
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Advertising and Handy Cans 
Increase Turpentine Sales 


Vaposta, Ga., Oct. 29.—A “Paint Now 
and Save” national advertising campaign of 
the American Turpentine Farmers Associa- 
tion Co-operative has resulted in increased 
sales of pure gum spirits of turpentine 
in cans bearing the AT-FA seal of ap- 
proval, according to a report issued by the 
turpentine co-operative. The convenient con- 
tainers which permit window and counter 
display are also credited with causing in- 
creased sales of the product. They range in 
size from six ounces to five gallons. 

Consumer advertising has appeared in a 
number of leading popular periodicals and 
according to the report, it has reached more 
than 24,000,000 home owners. Many now 
specify that painting contractors use the 
sealed turpentine on their work. Five color 
window and counter displays are furnished 
to AT-FA dealers free of charge. Booklets 
designed to stimulate sale of all paint mate- 
rials are also free to such dealers. 





Loadings of Revenue Freight 


The car service division of the Association 
of American Railroads reports that revenue 
freight for the two weeks ended Oct. 19 to- 
taled 1,625,815 cars, showing a decrease of 
2,605 cars below the number for the two 
weeks ended Oct. 5. Forest products load- 
ings of 82,509 cars show an increase of 1,113 
cars over the number for the two weeks 
ended Oct. 5. 





Hymeneal 


LEE-KERSTETTES—Miss Dorothy Ker- 
stettes of Norfolk, Neb., was married 
Oct. 5 to Wilbur Lee in Castle Rock, Wash. 
The bridegroom is the son of Mr. and Mrs. 
A. E. Lee of Atkinson, Neb. The couple 
will make their home in Longview, Wash., 
where Mr. Lee is employed by the Weyer- 
haeuser Lumber Co. 


COVERDALE - ANDERSON — Miss Olive 
Anderson, daughter of Mr. and Mrs. Nor- 
man Anderson, was married to John Clay- 
ton Coverdale, son of Mr. and Mrs. Charles 
Coverdale, Oct. 12, at Dell Rapids, S. D. 
The bride and groom will make their home 
in Elk Point, S. D. where Mr. Coverdale 
by — with the J. F. Anderson Lum- 

er Co. 


HAVEN - CLEMENTSON — Miss Gemille 
Clementson, daughter of Mr. and Mrs. C. 
K. Clementson of Zumbrota, Minn., and 
Ross W. Haven of Bellechester, Minn., 
were married Oct. 11. Mr. and Mrs. Haven 
are both graduates of the University of 
Minnesota. They will make their home 
in Bellchester where Mr. Haven is mana- 
ger of Lampert Yards, Inc. 


DILLABAUGH-BUSHEY — Miss Bernice 
Bushey of Grand Rapids, Mich., and Ralph 
Dillabaugh of Montague, Mich., were mar- 
ried in Montague, Oct. 10. Mr. Dillabaugh 
is employed at the White Lake Lumber Co. 


PEATEE-BURGER—Miss Catherine 
Pearl Burger and Carl Peatee of Miland, 
Mich., were married in Milan, Oct. 5. After 
a trip through northern Michigan, the 
couple will reside in their newly built 
home in Milan where Mr. Peatee is em- 
ployed by the Milan Lumber Co. 


ZEEB—HAHN—Miss Margaret Hahn be- 
came the bride of Louis Zeeb, Oct. 10, in 
Papillion, Neb. The bride is the daughter 
of Mr. and Mrs. Albert Hahn of Spring- 
field, Neb., and the groom is the son of 
Mr. and Mrs. William Zeeb of Papillion. 
Mr. Zeeb is employed by the Harberg 
Lumber Co., Papillion. 

PRATT-BOSTWICK—At a church wed- 
ding in the Bala Cynwyd suburb of Phila- 
delphia on Saturday, October 26, occurred 
the marriage of L. Mortimer Pratt, 3rd, 
of Brookline, Mass., to Miss Emilie Ann 
Bostwick, daughter of Mr. and Mrs. J. 
Vaughan Bostwick of Ardmore, Penna. 
The groom is the son of lL. Mortimer Pratt, 
Jr., president of Davenport, Peters Co., 
wholesale lumber dealers in Boston. 
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To Seek Law Enforcing 
Labeling of Exposed 


Woods in Furniture 


Los ANGELES, CauiFr., Oct. 25.—The Con- 
sumer Advisory Committee, working in co- 
operation with the Better Business Bureau 
of Los Angeles, conferred recently on furni- 
ture. Men from the southern California 
furniture industry, both manufacturing and 
retail, State and city officials etc., held ex- 
temporaneous panel discussions. There were 
exhibits, prepared anonymously by Los An- 
geles stores, illustrating points to look for in 


upholstering, finishing and construction detail. 
Approximately two hundred and seventy 
people attended. The furniture sub-commit- 
tee of the Bureau, consisting of consumers 
and furiture men who have been meeting for 
several months, reported that exposed wood 
should be labeled mandatorily. One hundred 
and fifty California retailers and manufac- 
turers were almost unanimous that the State 
should supervise labeling. Therefore, the 
furniture sub-committee recommended that a 
bill be introduced in the California legisla- 
ture making labeling by the manufacturer 
mandatory. 





The chart below will interest 
lumber and woodworking manu- 
facturers who want to increase 
capacity, improve quality of seas- 
oning, and reduce drying costs. 


The Moore System seasons lum- 





UP goes Quality & Capacity 
DOWN goes Drying Costs/ 





>ROSS-CIRCULATION 


Moore Pry KILNS 


MSCRE 
as ieee 4 


* 





The difficult job of drying northern hemlock green-from-saw has been solved by 
Edw. Hines Lbr. Co., Park Falls, Wis., with these Moore Cross-Circulation Kilns. | 
Lumber can thus be seasoned to uniform moisture content throughout the year. 


Let Moore Cross- Circulation System 
pay for self by producing uniformly 
seasoned lumber throughout the year 


ber uniformly—ideal drying 
weather is manufactured and dry- 
ing elements are kept under posi- 
tive thermostatic control at all 
times. 

Old-type kilns—either end- or 
cross-piling— can be converted 
easily and economically to Moore 
Cross-Circulation System and will 
prove a profitable investment. 


Write today—no obligation. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryere 
JACKSONVILLE, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


INTERNAL FAN SYSTEM 


. 














Dense 
Mississippi 


Order 
it 
from 


Sallis 


A You can stock Sallis lumber with full- 
est confidence that it will give satis- 
faction. It's Virgin Mississippi Shortleaf, 
velvety soft, easily workable, yet 
strong, firm, durable. We offer it in 
Yard and Shed Items, Eased-Edge Di- 
mension, Flooring, Ceiling, Siding, 
Finish, Mouldings, Casing, Base. Shed 
stock is kiln-dried. Air-dried items are 
Lignasan-treated. Modern mills, up-to- 


PINE 














date manufacturing equipment and 
skilled, experienced workers assure 
Why 


top-quality in all Sallis products. 
[=] not write us today? 


Annual Capacity 35,000,000 feet. 
1. C. and @. M. & N. Rallroads 








FOR BEAUTY, FINISH 


and UTILITY DIXIE 
BRAND OAK FLOOR- 
ING HAS NO EQUAL! 












WE DO NOT MAKE 
THE MOST OAK 
FLOORING BUT WE 
DO MAKE THE 
BEST! 








W.R.WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, ARKANSAS 








BOOKS FOR LUMBERMEN— 
We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 
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THE LUMBERMAN POET 








HERE WILL BE THE END OF MY VOYAGE 


From Issue of June 3, 


[May 16, 


on the western 
known on the old maps as 
Marquette.” He erected 


alone for half an hour. 


ions returned they found him dead. 
man had said 


landing the good 


1675, while on his voyage from 
Chicago to the Isle of Mackinaw, Pere Mar- 
quette entered the mouth of a small river 
shore of Lake Michigan, 
“Riviere du P. 
an altar for the 
purpose of saying mass and asked to be left 
When his compan- 


1905 


For I would sleep ’mid nature’s calm 


In some cathedral in the wood 


While 
to them, 


“Here will be the end of my voyage.” ] 


O Father, when, like thee, I reach 
The final land, my journey o’er, 
When grates my boat upon the beach, 
The life eternal’s earthly shore; 


O Father, when the hour shall come 
That I may quit this fragile bark 


Where every echo is a psalm 
That singeth, singeth, “God is good.” 


And when like thine, my bark is sent 
To other lands without me, friend, 

May I, like thee, lie down content 
And whisper, “Here will be the end.” 


THE LIGHTS OF HOME 


And enter that celestial home 


I see but dimly in the dark— 


May I, like thee, my vessel moor 
In some sequestered harbor still 
Where all is fair and all is pure 


From Issue of Sept. 19, 1914 


There are fair harbors in the older lands, 
Beyond the golden sunrise and the sea, 
Where mighty cities wait with open hands, 
Where tiny villages upon the sands 

Bid welcome joyously. 


I saw the lights of merry England rise 


From out the fairy vapors at her door. 


And pine trees whisper on the hill. 


Yea, I would have my journey end 
In some undesecrated place 

Where overhanging cedars bend 
To shield the lily’s virgin face. 


I watched the lights of Holland flash replies, 
While France smiled welcome from the saucy 
Along her singing shore. 


[eyes 


Yea, I have looked on harbors such as these 


Beyond the ocean and its jeweled foam, 
Yet there has been no port my soul to please 
Like this that rises from the sunset seas— 

No harbor like my Home. 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








Treeless prairies will 
possibly be a thing of the 
past in a few years. Mr. 
Fernow, chief of the for- 
estry division of the gov- 
ernment at Washington, as- 
tonished the governor gen- 
eral of Canada, and other 
Canadians, last week by 
exhibiting the model of a 
machine which is “guaran- 
teed” to plant 1,500 trees 
in ten hours with the aid of 
one man. However, he 
failed to. explain where the 
trees were to come from. 


* * * 


Before the edger was 
much of a factor in a saw- 
mill, lumbermen, as a rule, 
did not take the time to 
make things look as neat 
about their yards as they 
might, and the difference 
in the appearance of piles 
of lumber then and now 
is often noted by old time 
lumbermen in making the 
rounds of the mills and 
yards. Prior to the intro- 
duction of the edger, a lum- 





berman might take the 
trouble to have the ends of 
the boards on the front of 
the pile all straight, but at 
the back things would look 
extremely ragged. Now, 
however, all this is 
changed, and while some 
yards are still a little care- 
less in their piling, the ma- 
jority of yard foremen take 
a pride in having the piles, 
to. the front and back, as 
even as the sides. 

z * * 

In obedience to the 
summons issued by the yel- 
low pine convention 
held at Hot Springs, Ark., 
July 2, committeemen Wer- 
ner, Barns and Trump is- 
sued special invitations to 
the yellow pine lumber 
manufacturers throughout 
the South to attend a meet- 
ing of the trade under the 
auspices of the Southwest- 
ern Yellow Pine Lumber 
Manufacturers’ Association, 
and they came from near 
and from far. When Chair- 
man Werner called the 





meeting to order’ there 
were manufacturers pres- 
ent from Missouri, Arkan- 
sas, Texas, Louisiana and 


Mississippi. 
* * * 
The largest raft ever 


floated on Lake Michigan 

was landed at Two Rivers 

Saturday last. It contained 

2,500,000 feet of pine logs. 
* * * 


Muskegon lumbermen 


wear broadened visages 
when they comfort each 
other with the fact that 


they have shipped lumber 
largely to Tonawanda and 
other eastern points this 
season by water, and 
thereby secured a heavy 
trade which formerly be- 
longed to the Saginaw 
river, while the latter point 
has virtually lost its en- 
tire Chicago trade, which 
was quite extensive in for- 
mer years, thereby enlarg- 
ing their trade, while Bay 
City and Saginaw have sub- 
mitted to a corresponding 
reduction. 
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Certain-teed Follows Through For You... 


Remember “Look Homeward, America’? That, said 
builders and dealers from coast to coast, did more to 
sell houses and materials than anything the building 
industry had ever seen. Now Certain-teed has done it 
again with “American Unity Begins at Home.” Unself- 
ishly selling your houses and your products first, and 


Certain-teed products last, “American Unity” is a 











worthy successor to “Look Homeward, America.” 
Millions will read it in national magazines. Why not 
merchandise it locally to help you make this the biggest 
profit season since 1929! Write for free 24 x 36 inch 
window poster enlargement of ad in full colors. 


CERTAIN-TEED PRODUCTS CORPORATION, 





% 





“We favor adequate preparedness for National Def 


100 East 42nd Street, New York, N. Y. 


Bes WSs 


ense.” 











Pine of 
fine soft 
texture 
for all 
exacting 
uses. 








Crater 
Lake 


Box & 
Lumber Co. 


KLAMATH 
PINE 


This better pine from the famous Klamath 
region is more and more demanded by 
careful lumber buyers. Careful season- 
ing and advanced methods of manufac- 
ture in our modern mills produce lumber 
surpassingly fine. We are well equipped 
to supply your needs in 


SELECTS and COMMON, S4S, PATTERNS 
or ROUGH. SHOP and BOX 


Let us fill an order for you. 


Members of the Western Pine Ass‘n 


CRATER LAKE 


BOX & LUMBER CO. 
Sprague River, Oregon 





SUGAR & WESTERN 
PINE AGENCY 


#1 MONTGOMERY ST 
SAN FRANCISCO, CALIFORNIA 


SL GLAR Pattern Lumber 


Selects and 


PINE “si. 


California Ponderosa Pine 
Mouldings and Cut Stock 


4 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS 


t i FACTORY 
YARD STOCK CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN /.UMBERMAN, 431 So. Dearborn St., CHICAGO 
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THE BUSINESS RECORD 








Incorporations 


INDIANA. Indianapolis—Flexible Veneers, 
Inc., 2118 North Gale Street; to handle veneer 
products. 

NEBRASKA. Arnold—Community Lumber & 
Implement Co.; $50,000; to deal in retail lum- 
ber, all kinds of building materials, coal and 
fuel, implements, farm machinery and parts. 

NEW YORK. Brooklyn—H. M. Partridge & 
Co., Inec., 208 Nevins Street; wholesale hard- 
wood lumber. 

VIRGINIA. West Point—Pamunkey River 
Lumber Corp.; $50,000; to conduct a lumber 
business. 

WEST VIRGINIA. Moundsville — Federal 
Lumber Co. incorporated by Charles Hood, Jr., 
of Moundsville; Y. J. Ellers of Proctor, and 
D. A. Hile of Wheeling. 

CANADA. BRITISH COLUMBIA. Vancouver 
—Canoe Pass Lumber Co., Ltd., 470 Granville 
Street; $15,000. To carry on business as own- 
ers and operators of general lumber business. 


Casualties 


COLORADO. Holly—Holly Lumber Co. had 
main building destroyed by fire, with loss es- 
timated at $30,000 including lumber supplies, 
hardware and electrical appliances. 

IOWA. Sheldon—Neal Chase Lumber Co. 
suffered fire loss estimated at $50,000, covered 
by insurance. However, business was not in- 
terrupted. Will rebuild. 

OHIO. Paulding—Paulding Lumber Co. had 
office building, storage sheds and stock de- 
streyed by fire. 

RHODE ISLAND. Providence—Wallace & 
Tucker Lumber Co. damaged by fire, with loss 
estimated at $25,000. 

WASHINGTON. North Bend—North Bend 
Mill Co. main building destroyed by fire, with 
loss estimated at $10,000. 

CANADA. ONTARIO. Casselman — Joseph 
Grenon sash and door factory destroyed by fire, 
with loss estimated at $55,000, partly covered 
by insurance. 


New Mills and Equipment 


CALIFORNIA. Oakland—California Mould- 
ing Co. at 4625 Tidewater Avenue, recently 
started to manufacture window and door trim, 
sash stock, lineal and cut-to-length moldings. 

NORTH CAROLINA. Edenton—M. G. Brown 
Lumber Co. has announced that plans have 
been completed and construction will com- 
mence shortly on rebuilding the portions of the 
mill recently destroyed by fire. 

TEXAS. Elkhart—J. A. Baumar is installing 
a 30,000 foot capacity sawmill north of here. 


Business Changes 


CALIFORNIA. Los Angeles—Coffey-Murray, 
Inc., changed name to Coffey Overhead Doors, 
Inc., 6725 Santa Monica Boulevard. 

‘Los Angeles—Summit Lumber Co., 1031 
South Broadway, changed name to H. A. New 


o. 

Reedley—Western Lumber Co. succeeded by 
Citizens Lumber Co. 

RADO. Denver—Jewett Bros. Lumber 
Co. succeeded by Campbell-Moore Lumber Co. 

KANSAS. Salina—Gunter Lumber Co. here 
opr by G. W. Gunter Lumber & Shingle 

‘0. 

KENTUCKY. Louisville—CORRECTION—We 
regret an error was made in our Oct. 19 issue 
in this department, stating that Campbell & 
Summerhayes, Inc., had changed name to Lum- 
bermen’s Wholesale Service, Inc. There has 
Positively been no change in the name of that 
company. However, Summerhayes & Campbell, 
a wholesale company, has changed its name to 
Lumbermen’s Wholesale Service. 

MICHIGAN. Davisburg—Charles McBratney 
(Estate) succeeded by Edward C. Hayhow. 

Mt. Clemens—J. S. Paganetti Co. sold to Boris 
Litvin. Mr. Paganetti is retiring after operat- 
ing the lumber yard for 45 years. Mr. Litvin 
will continue the business under the same firm 
name. 

MINNESOTA. Albany—J. Borgerding & Co., 
Inc., sold to Mathew Hall Lumber Co. 

Minneapolis—Glazer & Co. succeeded by Dur- 
able Box Co. 

MISSISSIPPI. Moss Point—Lennep Building 
Supply Co. succeeded by P. F. and W. Building 
Supply Co. 

MISSOURI. Kansas City—Gunter Lumber 
Co. succeeded here by Alf Jones Lumber Co. 

MONTANA. Norris—Welles-Helt Lumber Co. 
succeeded by Welles Lumber Co. 

OHIO. Barberton—Etling Lumber & Manu- 
facturing Co. succeeded by B. O. Etling, Inc. 

OREGON. Portland—Long & Graham suc- 
ceeded by Kendall Lumber Co. 

Sheridan—Olinger-Dixon Lumber Co. suc- 
ceeded by Olinger Lumber Co. 

SOUTH CAROLINA. Spartanburg — Dan 


Brown Lumber Co. of Spartanburg, Inc., 
changed name to Spartanburg Lumber & Mill- 
work Co., Inc. 

TEXAS. Brownwood—City Lumber Co. suc- 
ceeded by Foxworth-Galbraith Lumber Co. 

Kermit—Lockharts, Inc., succeeded by H. L. 
Lockhart Co. 

WASHINGTON. Chehalis—A. V. Fredrick- 
son succeeded by Tuft & Pierre. 

Duvall—Cherry Valley Bolt & Post Co. suc- 
ceeded by Henry C. Field. 

Ellisport—Vashon Lumber Co. operating now 
as McIntyre Timber & Lumber Co. 





Statement of the ownership, management, 
circulation, etc., required by the Acts of 
Congress of August 24, 1912, and March 3, 
1933, of AMERICAN LUMBERMAN, pub- 
lished every other week at Chicago, Ill., for 
October 1, 1940. 


Statp oF ILLINOIS, l 
County or Cook, j 5° 

Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
ELMER C. Houg, who, having been duly sworn 
according to law, deposes and says that he is 
the business manager of AMERICAN LUMBERMAN, 
and that the following is, to the best of his 
knowledge and belief, a true statement of the 
ownership, management (and if a daily paper, 
the circulation) etc., of the aforesaid publica- 
tion for the date shown in the above caption, 
required by the Act of August 24, 1912, as 
amended by the Act of March 3, 1933, em- 
bodied in section 537, Postal Laws and Regula- 
tions, printed on the reverse of this form, to-wit: 


1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
manager are: 


Publisher, AMERICAN LUMBERMAN (a _Cor- 
poration), 431 S. Dearborn St., Chicago, Il. 

Editor, Eumer C. Hog, 6704 Stewart Ave., 
Chicago, Ill. 

Managing MGitor ...cccccccccecs cia ate ae bene 

Business Manager, Eutmser C. Hop, 6704 
Stewart Ave., Chicago, Il. 

2. That the owner is: (If owned by a corpo- 
ration, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding one 
percent or more of total amount of stock. If 
not owned by a corporation, the names and ad- 
dresses of the individual owners must be given. 
If owned by a firm, company, or other unincor- 
porated concern, its name and address, as well 
as those of each individual member, must be 
given.) 

AMERICAN LUMBERMAN (a corporation), 431 
S. Dearborn St., Chicago, Ill. 

Carl W. Defebaugh, 1120 E. 50th St., Chicago, 


3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
percent or more of total amount of bonds, mort- 
gages or other securities are: (If there are 
none, so state.) None. 


4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the list 
of stockholders and security holders as they ap- 
pear upon the books of the company, but also, 
in cases where the stockholder or security holder 
appears upon the books of the company as trus- 
tee or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting, is given; also that the said 
two paragraphs contain statements embracing 
affiant’s full knowledge and belief as to the cir- 
cumstances and conditions under which stock- 
holders and security holders who do not appear 
upon the books of the company as trustees, 
hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant 
has no reason to believe that any other person, 
association, or corporation, has any interest di- 
rect or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the twelve months preceding the 
date shown above is ........... (This informa- 
tion is required from daily publications only.) 

Ev.mer C. Houe 
Business Manager. 
Sworn to and subscribed before me this 
30th day of September, 1940. 
ApDA CHRISTENSEN, 
(Seal. ) Notary Public. 
(My commission expires Aug. 2, 1941.) 
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Eastern Trade News 


Boston, Mass., Oct. 28.—The New Eng- 
land lumber market’s outstanding feature is 
the drop in sales volume at most retail 
yards due to the withdrawal of thou- 
sands of building workers to Camp Edwards 
on Cape Cod, and Camp Devens in Ayer, 
Mass., and the Federal Defense Advisory 
Commission has already started 1000 dwell- 
ings at East Hartford, Conn., to provide 
housing for the workers at the big air- 
plane plant there. Lumber requirements at 
the score or more of defense activities in 
New England are going far beyond the orig- 
inal contracts. Most wholesalers are busy 
making deliveries of so called Defense or- 
ders. Most of the lumber thus far delivered 
at New England camp sites is shortleaf roof- 
ers and sheathing from the near South, for 
the dry lumber was in stock and ready to 
ship, while available stocks of native spruce 
both at New England and eastern Canadian 
mills, or to be cut through the rest of the 
season, was either covered by domestic or- 
ders or had been conscripted for shipments 
overseas or for use in the home defense 
programs both in Canada and in New 
England. 


Hurricane Pine Dressed for Army Camps 


Manager Osborne, of the Eastern Pine 
Sales Corp., is rapidly bringing his organi- 
zation into shape for the marketing of 100,- 
000,000 feet a year of “hurricane” pine 
through the next 4% years. Due to limited 
dressing mill facilities, it is necessary to 
concentrate upon the sale of rough lumber 
wherever possible. Bids will be opened 
within the next few days by the Navy for 
quite a block of dressed pine and, should 
the order be placed with the Sales Corp., its 
dressing facilities will be taxed to the limit 
for at least thirty days. The company is 
already supplying a large block of this lum- 
ber at Camp Devens. 


WEST COAST WOODS—Receipts by 
water at Boston docks in October will total 
approximately 9,000,000 feet, and compare 
with 10,481,000 feet in September. The 
old law of supply and demand continues 
to move the discount to dealers to lower 
levels. Unsold lots are snapped up 
promptly, leaving few if any parcels at 
the terminals. Few offices here have any 
ship space available for loading at West 
Coast mills before early January. Orders 
booked on this basis for dimension fir or 
hemlock take a discount ranging from $3 
to $4 from page 18 of the West Coast list 
33, but for the sizes 3 inches and:thicker 
there are no quotations more favorable to 
the buyer than the $3 discount. All types 
of boards are equally scarce and firm, with 
no spot lots of No. 2 offering at under 
$38, while several offices have already 
gone to $40, and for No. 3’s the range is 
$34 to $36. There are several consign- 
ments. of 50-50 British Columbia boards in 


transit, for late November delivery, that . 


are priced at $38 for Boston dock delivery. 
At wholesale yards, stocks are light and 
badly broken. Truck-load lots of the 
smaller 2-inch dimension sell to dealers 
at the $2 discount from page 18, with the 
2x8- and 10-inch and smaller timber sizes 
fluctuating between full list as shown on 
page 18 and the $1 discount. 


EASTERN SPRUCE — Premium - prices 
for both dimension and boards are the 
rule where reasonably prompt: delivery 
can be made. Log supplies at’™Mainé mills 


will be exhausted early in November and, 
as most mills in the Canadian Provinces 
have withdrawn completely from the New 
England market, the outlook for spruce 
supplies through the winter months is 
unpromising. The smaller dimension 
sizes, delivered by rail at Boston rate 
points, sell at a range of $36@39 and up 
to as high as $43@44 for the 2x10- and 
12-inch. The random sizes are held at 
$1.50@2 less. The call for 1x2- and 3- 
inch furring strips has exhausted mill 
stocks, and most sales booked today are 
at $35 for the 2-inch, and $1 more for 
3-inch. Random Provincial or Maine car- 
goes of small scantling, delivered at ports 
north of the Vineyard, are priced close to 
$38.50. Vessels are scarce but rate of 
$5 for the voyage holds. 


LATH AND SHINGLES—There are no 
accumulations of lath at mills, and most 
sales of 1%-inch for rail delivery at Bos- 
ton rate points are at $3.50 per thousand, 
and the wider size at $4@4.15. Standard 
brands of white cedar shingles are steady 
at prices previously noted, but demand is 
seasonally slow. Volume of sales of West 
Coast red cedars has dropped off, and there 
are indications of a renewal of selling 
pressure by producers. As the quota that 
may enter the United States duty free in 
1940 was reached on Oct. 8, the British 
Columbia mills are inclined to accept part- 
ear orders to be shipped with cedar siding, 
as an Offset to the 25 cents duty on shin- 
gles during the remainder of the year, 
which duty the mills will be obliged to ab- 
sorb. Top grade 18-inch Perfections are a 
trifle easier at $5.05@5.15, delivered at New 
England points. Most quotations on 16- 
inch 5X No. 1 range between $4.66 @4.70, 
with the No. 2 between $3.70 and $3.80, 
and No. 3 at $3.06@3.15. 


EASTERN HARDWOODS—tThe larger, 
modern mills in the Adirondacks and 
Pennsylvania are “picking and choosing” 
the orders they will be able to fill from 
the limited supply of logs available, and 
most cuttings are now made to fill season 
contracts. FAS inch birch or maple, kiln 
dried, is firmly held at $88@92 to the 
woodworkers and furniture plants, but, 
as the wood heel shops are again calling 
for supplies for the current active shoe 
season, the price of 2-inch and thicker 
maple is definitely $5 above thick birch 
at $100@105 for the FAS grade. For 2- 
inch No. 2 common and better in full 
length plank, kiln dried, heel shops are 
again paying freely $74@78, while the 
short cross-cut of the same grade is of- 
fered as low as $82 and as high as $88. 
The market is definitely in the hands of 
sellers. 


PINE BOXBOARDS—As disclosed at the 
manufacturers’ meeting in Manchester, 
N. H., on Thursday, the supply of both 
round edge and square edge inch boards 
held by regular operators is not excessive, 
and the call for square edge either in the 
box grades of No. 3 and 4 common through 
to the top grades, is so strong as to add 
$2@3 to each item in the list. An aver- 
age run of inch round edge sells at close 
to $13 at the shipping point, with an oc- 
casional lot going as high as $15 and 
even $16. The Salvage administration has 
contracted with many box shops to sell 
many million feet of logs now in the 
holding ponds, to be cut into round edge 
at Government mills at cost. 


NEW YORK, N. Y. 


Many dealers are still uncertain as to 
what they should do under present market 
conditions. .The dealer who can anticipate 
his requirements for the next three 
months, is placing order for his require- 
ments at present market quotations. 
Others, believing that after National De- 
fense Program requirements are pretty 
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well filled, lumber prices will take a dip, 
are waiting; a number of these dealers 
are now caught short on many items. 
Dealers are not getting the mark-up they 
should in comparison with replacement 
values. As a result, some items are being 
sold at prices too ridiculous to mention. 
Now these dealers are waking up to the 
fact that they must get in the market 
again. The average retail lumber dealer 
in the Metropolitan section is enjoying 
much better business this early fall than 
he was a year ago. The one big drawback 
is the inability to supply certain items, 
and the next is the apparent lack of 
knowledge, among the majority of dealers, 
of replacement values. 


SOUTHERN PINE—Dealers who feature 
southern pine items are finding some diffi- 
culty in servicing their regular customers. 
However, there are certain distributors 
who are taking good care of their regu- 
lar trade. 

WEST COAST—Dealers who handle a 
large amount of fir have protected them- 
selves for future space and expect very 
little trouble in maintaining a well bal- 
anced stock. Naturally, prices continue 
strong and probably will continue to do 
so as long as boat space, with increasing 
demand, remains scarce as it is at present. 


WESTERN PINES—This market seems 
to strengthen every week, although last 
week there was considerable No. 3 Pon- 
derosa offered at very attractive prices and 
gobbled up quickly. 


HARDWOODS — All dealers report a 
very substantial increase in business, with 
the result that prices on all items remain 
very strong. 


SPRUCE—Some dealers are able to get 
all the spruce they need, provided they 
are willing to pay the price. Considerable 
Eastern Canadian spruce is coming into 
this market at firm prices. Nobody yet 
seems to know what disposition will be 
made of the “hurricane” spruce of the 
New England States. Much of it, espe- 
cially in the lower grades, will probably 
be sold to the Government. 


Baltimore, Md. 


NORTH CAROLINA PINE—Prices con- 
tinue to advance, with lowers taking the 
lead. The mills can not supply these 
grades to Government jobs fast enough. 
Requirements of private builders are also 
large, as are those of box plants. 

LONGLEAF PINE—The rise in demand 
taxes severely the mills that specialize in 
longleaf. Dealers here find it difficult to 
fill orders. The upward trend in quota- 
tions continues. 


CYPRESS—This wood has shown a good 
advance, and the tendency continues up- 
ward, with. every indication that output, 
especially of Gulf stocks, will be readily 
absorbed. Dealers are hard put to find 
stocks. 


WEST COAST WOODS—The movement 
is steadily setting a faster pace. In many 
instances, shipment by rail is called for. 
Fir is reaching higher price levels, and 
Ponderosa and spruce are not far behind. 


HARDWOODS—Supplying urgent needs 
is difficult for distributors. Oak flooring 
has advanced far more sharply than 
maple, but maple plants are rushed. The 
furniture trade is all but staging a real 


boom. 
Norfolk, Va. 


NORTH CAROLINA PINE—The market 
varies locally according to number of Gov- 
ernment projects. Mills in Georgia and 
other southern States get higher prices 
than it is possible for the North or South 
Carolina mills to obtain. Some items are 
unwanted, and their prices are somewhat 
out of line. Governmental projects in the 
South are calling for a tremendous amount 
of lumber, and faster than it can be pro- 
duced. Two weeks ago it seemed that most 
large Defense projects were well taken 
care of, but inquiries have since been 








ELCOME... 


There's real friendly hos- 
pitality awaiting you at 
Pittsburgh's newest hotel 


PITTSBURGHE 


400 rooms, all with radio 
at no extra cost, outside 
view, and bath. 
RATES 
SINGLES $3 to $4 
DOUBLES $4.50 to $6 


A KNOTT HOTEL * JOSEPH F. DUDDY, Mgr. 
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6 eat HOTELS 


In Cleveland 
HOTEL HOLLENDEN 


, i Jn Columbus 
A atid THE NEIL HOUSE 


Jn Akron 
THE MAYFLOWER 





In Corning, h.. 
BARON STEUBEN 
HOTEL 


In Jamestown, h. i. 
THE JAMESTOWN 
and 
THE SAMUELS 





The hotels that check with every travel standard 
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freely circulated for millions of feet of 
2-inch framing, dressed, and all widths 
of air-dried roofers, sub-flooring, sheath- 
ing ete. In addition, demand for timbers 
has grown recently. There has been a 
better demand for good grades for interior 
finish ete., and some large mills are out 
of the market entirely, and many small 
mills with kilns are sold out. Demand for 
small framing, rough and dressed, has 
been very good, and good dry stock is hard 
to buy for quick shipment. Air dried 
roofers, sub-flooring, sheathing etc. have 
been moved very well. Demand from the 
regular retail trade for framing and 
roofers has not been so good, but it is 
picking up, because the yards just have 
to replenish stocks. The weather has 
been perfect for building and also for mill- 
ing, and a number of small mills have 
been put into operation. 


Buffalo, N. Y. 


A strong market prevails in all kinds 
of lumber, and it is difficult for retailers 
and builders to obtain prompt shipments. 
Much lumber is still going into canton- 
ments and more will be wanted during the 
coming year. The only soft spot nowa- 
days is in shingles. 


HARDWOODS—tThe market is display- 
ing increased strength and it is difficult 
to obtain some items. Woods chiefly af- 
fected are oak, maple, birch and gum. 
Furniture factories are busy and expected 
to call for quite an amount within the 
next few weeks. 


WESTERN PINES are maintaining a 
strong trend. Wholesalers report that it 
is unusually difficult to get orders filled 
in time to keep customers satisfied. There 
is less holding back on placing retail 
orders than there was a short time ago. 


NORTHERN PINE holds strong, with 
no large amount available at mills. Prices 





Company Repeats Order for 
Dry Kiln Installations 


OAKDALE, LA., Oct. 28.—Hillyer Deutsch 
Edwards, Inc., of Oakdale, is installing four 
Standard Air-O-Speed internal fan cross 
flow circulation dry kilns as engineered and 
manufactured by the Standard Dry Kiln 
Company, Indianapolis, Ind. The ever in- 
creasing demand has necessitated the in- 
crease in drying capacity of its mill at Oak- 
dale. This installation is the sixth repeat 
order that Hillyer Deutsch Edwards, Inc., 
has given the Standard Co. during the past 
several years. 

The drying equipment is below the kiln 
rail and consists of a 
heating system which 
operates on low pres- 
sure exhaust steam and 
a series of fans which 
face directly across the 
kiln and thus blow a 
large volume of uni- 
formly distributed air 
across the kiln and 
through the loads. The 
reversible fans are 
driven directly by spe- 
cial dry kiln glass in- 
sulated motors. The 
temperature and humid- 
ity within the kiln as 
well as the exhaust and 
air intake dampers, are 
all automatically con- 
trolled and operated. 
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are expected to continue on an unusually 
high level, as Canadian production will no 
doubt be cut down by a shortage of woods- 
men, many of whom are going into mili- 
tary camps. 





Newark Movement Gains 


Newark, N. J., Oct. 28—Continuing 
sharp uptrend in lumber traffic volume at 
Port Newark is revealed in the latest re- 
port. Total footage moving in and out on 
ships, lighters, railroad cars and trucks dur- 
ing the first nine months of 1940 reached 
342,130,353 feet, up 17,085,381 feet over 
corresponding period of last year. Water- 
borne footage was reported at 171,819,681 
feet, a rise of 11,794,667 feet. 





British Order Lumber for 
Housing in Jamaica 


SLATER, Fia., Oct. 28.—An order from 
the British government for lumber to be 
used on a housing project now under con- 
struction in the island of Jamaica, was re- 
ceived recently by Dowling & Camp, Inc., 
lumber manufacturers located here. The or- 
der was for 250,000 feet of 85% heart 
(facial area), B and better long leaf pine. 
Pitch is no objection in figuring the grade. 
The lumber will be used for exterior trim 
on the projects. According to W. H. Dowl- 
ing, president of Dowling & Camp, shipment 
of the heart lumber is being started from 
Tampa, Fla. The company has been export- 
ing extra dense, virgin long leaf pitch pine 
to South America and the British West In- 
dies for a number of years. 

Dowling & Camp logging operations are 
concentrated southeast of LaBelle, Fla. in 
the territory of Okaloacoochee Slough of the 
Everglades. It is necessary to lay about four 
miles of railway track a week, and to facili- 
tate the clearing of dense undergrowth Mr. 
Dowling and his engineers have developed 
a Diesel powered tractor type truck, equip- 
ped with several’ sets of underhanging, re- 
volving discs. Each disc operates knives 
which cut away heavy roots and palmetto 
undergrowth. The new and original equip- 
ment has reduced clearing time to one fourth 
of its original figure. 
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Produced to 


fit your needs 


An aid to your sales promotion 
and credit problems 


An Industry Service—A specialized serv- 
ice published continuously since 1876 for 
lumbermen and those selling the same 
trade. In the vital matters of credits and 
sales promotion there is no more proper, 
effective and accurate source of informa- 
tion than the Lumbermen’s Red & Blue 
Book Service. 


Supplemented Twice Weekly—You don’t 
have to guess when you have this service. 
Twice each week you receive notification of 
hundreds of up-to-the-minute items on new 
concerns, changes in ratings, liquidations, 
fire losses, deaths, changes in ownership 
and other facts that affect credit and sales. 


Special reports—Carefully prepared re- 
ports—containing history, financial infor- 
mation, trade experience digest — sent 
promptly—via air mail if beyond regular 
overnight delivery zone. 


Street addresses — The Lumbermen’s 
Credit Rating Book lists street addresses 
in the larger cities. This function expedites 
your mail deliveries and gives 
youavaluable list for circulariz- 
ing with direct mail campaigns. 





Commercial Laws Digest—You need a 
practical and useful digest of commercial 
laws. The Lumbermen’s Credit Reference 
Book gives you just what you need includ- 
ing the subjects, attachments, chattel mort- 
gages, conditional sales, estates, executions, 
homestead and other exemptions, bulk sales 
and others. 


A helpful Gazetteer—Each town headed 
with, population, railroads serving, name 
of bank, name of attorney, key to State and 
U. S. Maps. 


Constant revision—Your needs for valu- 
able information are always supplied 
through a constant checking and recheck- 
ing of every city, town and village for add- 
ing the names of new firms, eliminating dis- 
continued firms, changing ratings. This 
keeps listings and credit files thoroughly 
up-to-date. 


Try it without obligation—Ascertain at 
first hand how these and other features will 
aid your sales promotion and credit check- 
ing requirements. Use the full services 
for 30 days on Approval. Write 
nearest office for this No Obli- 
gation Approval Plan. 


We solicit wholesale accounts for collection 


Lumbermen’s Credit Association Inc. 


608 S. Dearborn Street 
CHICAGO 


99 Wall Street 
NEW YORK 








FERGUSON 


Short Leaf Pine SOT WOODS 


Quality lumber from many modern mills—some 
producing retail yard stocks, others specializing 
on factory lumber. Pine, Cypress and Hardwood 
Items, West Coast Products, Hardwood Floor- 
ing, Plywood, Veneers, Treated Lumber, Piling, 
Car Material. Write us today. 


W. T. FERGUSON LUMBER CO. 
ST{ LOUIS, MISSOURI 











Set of Blue Prints and 


ree BOOK 


\z4 
“HOW TO READ BLUE PRINTS” 





Sent to Employees of 
LUMBER DEALERS 


This Free Trial Lesson on “How to Read Blue 
Prints,"“ and a set of blue print plans,—to 
show you how this 37 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 
Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 
urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 


P-424 Tech Bldg., 118 E. 26th St., Chicago, Ill. 
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Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 











Builders’ Commercial Agency 


ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 











GILBERT NELSON & CO. 


Public Accountants 


332 S$. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 
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Market News from Na\t 


p | d O shipments due to the maritime labor t 
ortian . re. strike and mill strikes. Defense program . 
orders for camps, etc. are still coming in. r 

WEST COAST WOODS—Dislocation of Interior yards are reported to be carrying : 
the lumber market by the sudden demand about normal stocks, and to be experienc- C 
for Defense construction requiring imme- ing good business. h 
diate deliveries, is less noticeable as Oc- : 
tober draws to a close. Defense demand REDWOOD—The market is strong, ‘ 
is believed here to be nearing the peak, with recent price advances in upper f 
but is expected to continue a_ factor grades of $1@2. Stocks are pretty well 
throughout the winter. depleted, particularly in upper grades. b 

NTERCOASTAL—The Atlantic coast ee ee ee a 

IN YOASTAL — The coas 
market shows a seasonal slackening, but CALIFORNIA PINES—Due to heavy de- : 
prices remain fully steady, since mills mand and increased prices for lower h 
still have a large file of Defense and open- grade pine, there has resulted a decided 
market orders. Demand appears some- scarcity of box lumber, so shook prices 
what better than normal for this time of are up about $2 in the last 30 days. Short- 
vear. age of cargo space has handicapped ex- 

2 porters. 

CALIFORNIA—The market was hit by r 
more marine labor troubles, and is not I 
in satisfactory position. Some rail ship- Spokane, Wash. : 
ping is being done. Prices remain about r 
unchanged, although more than usually INLAND EMPIRE PINES—Orders con- r 
unever between mills. tinue to pour in, with order files filled s 

3 F P well ahead, and some mills definitely out Y 

RAIL—The market is fairly active. De- of the market for the present. The last i 
fense business has been booked in con- two weeks have seen general advances o 
siderable volume. But there is apparent of 50 cents to $2 in both Idaho white pine e 
a slackening in farm and small com- and Ponderosa, all grades and sizes. Idaho t 
munity demand, and dealers are expected selects, however, have not advanced. Shop g 
to buy close to actual needs as winter is scarce and strengthening. 
nears. The railroads have been pretty 
good buyers. 1 

EXPORT — Foreign demand continues Tacoma Wash. , 
weak. South America has been in the : 7 
market in a small way, but other mar- WEST COAST WOODS—With employees I 
kets are virtually dead. of eleven local sawmills still on strike, the s 

four plants that remain in operation con- I 
° ° tinue to do just about all of the business : 

San Francisco, Calif. they can handle. Orders are piling up at 
the idle mills, and inquiries are coming I 

COASTWISE MOVEMENT — The Pacific in with increasing insistence. Plywood P 
Lumber Carriers’ Association reports the mills, door factories, veneer plants and ‘ 
movement of 82,340,900 feet during Sep- sash and door plants are operating at ca- 1 
tember, 1940, compared with 86,300,900 pacity. Prices are good, the most trouble- I 
feet in August, and 95,776,200 feet in Sep- some market factor being an inadequacy ! 
tember, 1939. The September, 1940, dis- of shipping space. Logging camps are 
tribution was as follows: operating steadily, although they are 

Feet somewhat hampered by the fact that the s 
i IND nee nenev nomena 23,965,200 fall rainy season appears to have started ‘ 
a ae 662,300 in earnest. Local supplies of logs are ] 
I an ice Sin cacresesnintedcne 1,891,400 more than adequate. ¢ 
Santa Barbara ................. 614,800 } 
i ise ced we new weleee 48,081,600 
I i oa sei. eannn nied oeie 6,619,800 Seattle, Wash. : 
OD ik b.0-0b.osewewanesinwmes 505,800 , 
ne Oe WEST COAST WOODS—RAIL—The tre- ; 
EE Pen eee ee $2,340,900 mendous rush to place Government de- 


September movement to Los Angeles was 
down 85,700 feet from August; to San 
Francisco, down 1,176,600 feet, and to San 
Diego, down 2,547,500 feet. 


LUMBER CHARTERS—Movement of 
West Coast lumber to Orient continues in 
the doldrums. The Australian trade has 
not been active, with lines quoting $25 to 
$30 and believed to be getting near the 
lower limit. Eastbound intercoastal lum- 
ber shipments continued heavy. Wash- 
ington reports indicate that eastern lum- 
ber interests are looking into possibilities 
for putting more lumber carriers on the 
run. 


MARITIME LABOR—The lumber 
schooner strike, which has tied up fifty 
vessels on the Pacific Coast, was in its 
third week on Oct. 25, when a Govern- 
ment plan for settlement offered by Secre- 
tary of Labor Perkins was turned down 
by the unions after being accepted in full 
by the Shipowners Association of the Pa- 
cific Coast. Increased wages and other 
benefits were the points of controversy. 
Complaints are said to be pouring into 
Washington, D. C., toward which the Pa- 
cific Coast is looking for solution of the 
matter. Among others, Arizona copper 
mines were complaining of unability to 
get sorely needed mine timbers. 


DOUGLAS FIR—The local fir market is 
very strong, and handicapped by slow 


fense orders appears to have settled into 
steady buying. Prices, which had been 
advancing rapidly, are now firm, except 
that a few hard-to-buy items bring a 
premium. Retail yard buying is inactive. 
C vertical and flat grain flooring, B&better 
and D ceiling, and 1x8- and 1x10-inch 
boards bring $1 more than recently quoted. 
Dimension is strong at $1.50 off D 40 list. 
C flooring and ceiling are very scarce, but 
mills are accumulating items not covered 
by Defense buying. Mills are disinclined 
to book for forward shipment. 


INTERCOASTAL—AIl space is taken, 
and trading depends on available bottoms. 
Demand is brisk. Prices are about un- 
changed. 


CALIFORNIA—This market has been 
shut off by the ship strike. There is a 
good demand for lumber. Prices are un- 
changed and strong. 


EXPORT—Argentina is issuing a few 
permits for purchasing. Very little demand 
comes from South Africa. United King- 
dom is interested in parcels containing 
common spruce and hemlock, but space is 
not to be had. Trade with the Orient is 
stifled by very high freight rates and 
Japanese aggression. 


SHINGLES—Although No. 1 stocks are 
still oversold, the shingle market is de- 
cidedly weaker. Current quotations on 5X 
and perfections are 5 to 15 cents under 
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r those of two weeks ago, and a slight are up from $28 to $35, and 2x4-inch 
4 weakening is apparent in royals. New moved from $26 to $32. The 2x10- and 
business is slow. Most mills have good 12-inch dimension has not kept pace, and 
: order files, but are catching up on them. 1x10- and 12-inch boards are slow. No. 2 
Considerable stocks of 2’s and 3’s are on flat grain flooring, 1x4-inch, jumped from 
a hand. $22 to $30, and “C” sells at $45 as against 
. $38. Upper grades have advanced, but are 
-, LOGS—Cedar logs are a little firmer, sluggish and accumulating. Rift flooring, 
“3 with others bringing the prices as of a 1x3- and 1x4-inch, moved up with flat 
1 fortnight ago. Cedar logs for shingles grain, but demand for it is rather poor; 
. are strong at $15, while lumber logs from $45, “C” moved to $57, while B&Bet- 
bring $30. Fir averages $12-13.50, $17-19, ter is up from $65 to $75. Car decking is 
and $22-26. Peelers move at $28-29 and moving more rapidly and at $30@35, as 
" $35. Hemlock remains steady at $13 for against $25@27. Small timbers rose from 
4 both Nos. 2 and 3. a range of $20@25 to $30@45. 
C 
Ss ms RED CEDAR SHINGLES are slightly off, 
a Kansas City, Mo. and tend to settle down at about $2.85@3 
i for No. 1, $1.85@2.06 for No. 2, and $1.35@ 
SOUTHWEST MARKET —The lumber 1.46 for No. 3, all 5/2, 16-inch. Transit 
markets continue to hum with activity. offering are increasing. 
Mills remain in an oversold condition, and 
many ‘are turning down additional busi- OAK ELOORING orders have reached 
ness. Shipments have picked up a bit in for No. 2; $62 for No. 1, red or white; 
i= ° ’ ° , , 
recent weeks, but still are lagging behind « 
d sales. Production is under sales and ship- — ye agg red; $67 for white; $80 nn 
it ments. Prices have shown little change clear plain, and around $100 for quartered. 
st in the last three weeks; it is accepted that hi T 
S no concessions will be offered. The Gov- 
e ernment still is the dominant factor. Con- Memp is, 'enn. Let Al oma Win Business 
. patos A being let ‘every week for sizable r SOUTHERN HARDWOODS— While there g : 
; as been some decline in volume of new 
SOUTHERN PINE—There is good de- hardwood orders during the last 10 days, for You, as it Does for 
mand for all grades of boards or dimen- it has held up fairly well, and prices have 
sion. Buyers are not as choosy as they stiffened. Most quotations are $1 to $3 Other Dealers 
were recently. It is difficult to obtain oe gg Magy oe A — aoe — ago. 
a prompt shipments, and the delay is con- ooring oa mixed red and white) is . : - 
: siderable in the case of mixed ears. De- selling for $36, and $32 and $24. These A fast-moving profit-winner is this 
“a mand from country yards has picked up, prices are up $2 from levels of a week Algoma lumber line. : It’s the pre- 
na while city buying has been less brisk. ago. Ligue a appears to be a raging of anne ps _— od building -_ ose 
ooring oak on the east side of the Mis- trial uses. It has a great sales appea 
. WESTERN PINE—Defense orders absorb sissippi. Reports from areas in Louisiana in today’s building mnosinat Vine 
> ° 
a oe No. 2 dimension and Nos. 2 and and Texas indicate that flooring manu- soft-textured straight-grained it’. 
oards, with the result that they are facturers are having difficulty in finding . * gaa sone 
a scarce. Mills are oversold for about six sufficient oak to fill their requirements easily workable and mills to a satiny 
i- s . * 
weeks, and the biggest operators are com- Despite the increase in cost of rough smoothness. Algoma mills have mod- 
pletely out of the market for the re- flooring oak, flooring manufacturers are ern kiln-drying facilities and up-to- 
wd mainder of the year. re- . = oe inerenned —_ prices. date milling equipment. 
A _ : any o em have hefty backorders for ” » 
a oan  aita cae gg flooring. Much Defense business is find- br offer re age Age in Shop Lum- 
.d operators show concern about getting sup- ing its way directly and indirectly into er (carefully In-dried), Common 
~ plies to the trade before seasonal rains. the local market. This is in the form of and Selects, General Building Lum- 
Oak flooring and furniture manufacturers tent pegs, ash for wagons and other pur- ber, Pattern Lumber, Yard and Shed 
have been the big buyers. poses, hardwoods for lockers and for Stocks, Ponderosa Pine Dimension, 
i : sheathing the new cantonment buildings. Bevel Siding. Knotty Pine Panelin 
OAK FLOORING—It is hard to get ship- Stocks of hardwood lumber have been ; g> y - 8» 
ments. Orders call for about 25 percent heavily oversold, as have those of hard- Mouldings, Sash and Door Cut Stock, 
i more stock than is on hand. No. 1 com- wood flooring, so prices are expected to Industrial Cut Stock, Lath, Pickets, 
“a mon and select items are about $2 higher remain strong. Box Shook, Crating. Straight and 
to than they were at the start of the month. Mixed Cars. Your inquiries will have 
an CYPRESS—Quantities that may be prompt attention. 
pt shipped in mixed car orders have been Warren, Ark. 
a limited. Some operators restrict amounts ARKANSAS SOFT PINE—The market ALGOMA LUMBER C0 
re. of 8/4 FAS to 1,500 feet a car, 5/4 selects remains on the boom. Defense orders have ® 
or to 1,500 feet, and No. 1 common, 1x6-, 8- absorbed so much of the lower grades ALGOMA, OREGON 
ch and 12-inch, to 2,000 feet. Stocks of No. 2 that most all mills are sharing their sup- 
d. and lower items are good. plies of these items. Orders and inquiries Member of the Western Pine Ass'n. 
st. SHINGLES—Prices have eased about 10 continue to come in from a wide terri- 
= cents a square in the last two weeks. tory for varied items. The furniture manu- 
_ Dealers are having no trouble in getting facturers have come into the market, 
prompt shipments. Competition from along with the toy manufacturers, on a 
Canadian mills is removed for the rest wide scale. Retailers and wholesalers all 
n, of the year. over the country are clamoring for ship- 
Ss. ment of orders already placed, and en- 
n- ° e deavoring to place new business. So mills 
Birmingham, Ala. are keeping plenty busy trying to give 
satisfactory shipment, and produce suffi- 
en SOUTHERN PINE manufacturers are cient stock to keep their moulders run- 
a struggling to come out from under the ning. Most mills are running two and 
n- greatest deluge of orders, principally for three shifts of their moulders, due to the 
Governmental use, known to the industry. 40-hour work week having come into 
“- More than 700,000,000 feet of lumber was effect; and most sawmills are on at least 
nd ordered for use in the South. The past ten a 60-hour schedule. The little mills have 
g- days, however, the rush tapered off. Sales come back into the picture by furnishing 
ng to retailers have meanwhile declined. items to the bigger mills, thus disposing 
i ri aap is as se henge pte go yee of the greater portion of their output. 
- Stocks of some items not wanted in Gov- 
ad ernmental projects are accumulating stead- h SOUT TARE OIoS — Fens ae 
ily. Prices are up several dollars since as eased off somewhat, and price ad- 
the beginning of October. Certain items vances have been more moderate. Produc- 
re of No. 3 common have advanced from $16 tion continues to run slightly ahead of 
ies to $22.50, while No. 2, 1x6- and 1x8-inch orders booked, largely because the weather 
cm boards and 2x6- and 2x8-inch dimension (Continued on Page 68) 
er 























Why is This 
Lumber Buyer 
So Happy? 


HERE’S WHY: He'd been seeking a 
particular kind of lumber for a special 
use. Big order. Nice piece of busi- 
ness. Tried mill after mill. No success. 


THEN HE TRIED THE WESTERN 
LUMBER WHOLESALER. 


Back came a wire: “FOUND JUST 
WHAT YOU WANT STOP SHIPMENT 
ON WAY.” 


Grand and glorious feeling]!!! 


* * * 


The Western Wholesaler is always on 
the job. Right out here where the big 
mills are located. Constantly in touch 
with hundreds of mills. Knows the 
needs of lumber buyers and users. 
Knows the mills best equipped to fur- 
nish each supply at the time needed. 
Knows where stocks are and how to 
assemble them. 


Below is a list of Western Lumber 
Wholesalers. Look to them for your re- 
quirements in DOUGLAS FIR, PONDER- 
OSA PINE, WESTERN RED CEDAR, 
IDAHO WHITE PINE, WEST COAST 
HEMLOCK, CALIFORNIA SUGAR PINE. 
Why not write them and tell them your 
needs? 





Morrill & Sturgeon 
Lumber Co. 
(Sawmill: Pine 


CARL SODERBERG —Sayrmill: Pine 
LUMBER COMPANY **cville. ores) 


Manufacturers and Wholesalers Washington 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - - WASHINGTON 





The Bark of Quality 


Yeon Bidg., Portiand,Ore. 

















“110 Market St., SAN FRANCISCO, CALIF. 





DUNCAN LUMBER COMPANY, INC. 


Distributors for EATONVILLE LBR. CO 
A “One Stop Station” for Lumber and Shingles. 
SEATTLE, WASH. 


Mauk Seattle Lumber Company 


on. Speciation: HOMESTEAD Brand a. 
Fir Dimension, SEATTLE, WASH 
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RELATION OF UNFILLED ORDERS TO STOCKS 


WASHINGTON, 


D. C., Oct. 28.—Following is statement of seven groups of identical mills 


of unfilled orders and gross stock footage on Oct. 19: 








No. of Mills ae Orders Gross Stocks 

Reporting 1939 1940 1939 
Total Bott woods® .......c.s. 392 1,113 roma 000 960,298,000 3,430,;922,000 3,467,104,000 
Total Hardwoods* ......... 88 70, 532, 000 72,962,000 335,985,000 388,369,000 
MS EOE. x winvccmmdwes « 467 1,183,549,000 1,033,260,000 3,766,907,000 3,855,473,000 
Oak and Maple Flooring.... 89 81,048,000 75,947,000 69,598,000 79,804,000 


*Of Northern mills, 13 reported on softwoods, 


on stocks. 
softwoods and hardwood subtotals. 


15 on hardwood unfilled orders; 16 mills 


The total number of mills (467) includes 13 northern plants that are in both 





NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


Wasuincton, D. C., Oct. 28.—Following is the National Lumber Manufacturers’ Asso- 
ciation’s report for two weeks ended Oct. 19, and for forty-two weeks ended that dat 
covering mills whose statistics for both 1940 and 1939 are available, and percentage con 
parisons with statistics of identical mills for the corresponding period of 1939: 





Av. No. Per- Per- Per- 
Mills Production cent Shipments’~ cent Orders cent 
TWO WEEKS: Rpteg. 1940 of 1939 1940 ef 1939 1940 of 1939 
Total Softwoods .. 400 488,177,000 104 513,135,000 98 536,146,000 111 
Total Hardwoods.. 91 22,879,000 122 24,871,000 89 23,379,000 98 
Total Lumber ..... 474 511,056,000 104 538,006,000 98 559,525,000 111 
Total Flooring .... 79 24,453,000 107 25,162,000 114 24,285,000 116 
FORTY-TWO WEEKS. 
Total Softwoods... 403 9,169,398,000 108 9,591,835,000 106. 9,992,728,000 107 
Total Hardwoods.. 86 345,952,000 105 376,000,000 96 387,698,000 97 
Total Lumber...... 4 9,515,350,000 108 9,967,835,000 106 10,380,426,000 106 
Total Flooring..... 80 419,810,000 116 "42 7,302,000 113 468,717,000 116 





Western Pine Summary 


PorTLAND, Ore., Oct. 28.—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 
Oct. 19: 

Report of an Average of 109 Mills: 


Total for 2 weeks ended 
Oct. 19, 1940 Oct. 21, 1939 


Production 175,546,000 167,589,000 
Shipments .... 186,895,000 182,611,000 
Orders received 172,694,000 167,611,000 


Report of 105 Identical Mills: 
Oct. 19, 1940 Oct. 21, 1939 
Unfilled orders 384,792,000 320,365,000 
Gross stocks. .1,556,217,000 1,555,858,000 
Report of 105 Identical Mills: 
-——Total for — 


Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 


New Orveans, La., Oct. 30.—Following 
is a summary of reports from southern pine 
mills for two weeks ended Oct. 26: 


Average weekly number of mills, 132; 
Units,} 108 


Two-Weeks 
Three-year average production* 65,641,000 
Actual production ..........:0- 77,959,000 
EE Ee ee 98,091,000 
CPGCTE POOCREVOR. 66 .dcscicvinwss 90,918,000 


Number of mills, 137; Units,+ 108 


On Oct. 26, 1940 

Renee QEGOTE. 66.cciwicetise Sees 137,904,000 

a err ee ree 260,488,000 
*Oct. 26, 1936, to Oct. 28, 1939. 


7Unit is 304,000 feet of “3-year average” 
production. 





1940 
Production . .2,969,775,000 2,685,374,000 
Shipments ....3,124,642,000 2,883,200,000 
ee. vcadvnae 3,294,477,000 2,989,861,000 
Stock Sash and Doors 


Production of stock sash, doors and 
frames during September was down slightly 
from August, according to data released by 
the National Door Manufacturers’ Associa- 
tion, Chicago. The decline amounted to 3 
percent. Compared with September, 1939, 
however, a gain of 7 percent was recorded, 
the association announced. 





Appalachian Hardwood Mar- 
ket Active and Strong 


CINCINNATI, OuI0, Oct. 28.—The buying 
spurt during August has settled down to a 
steady but nevertheless active flow of orders. 
According to the monthly barometer of the 
Appalachian Hardwood Manufacturers 
(Inc.), which summarizes the performance 
of 59 band mill units, sales led the Septem- 
ber procession, with shipments a close sec- 
ond and production a poor third. The most 
significant developments of the month were 
a further decline in stocks, and an increase 
in unfilled orders. Unsold stocks Sept. 30 


were the smallest since January, 1937, while 
unfilled orders were the heaviest in years, 
representing more than six weeks production 
at September rate. September production 
was 25,439,000 feet, against 25,591,000 feet 
in August; sales were 29,820,000 feet, against 
33,435,000 feet; and shipments, 28,495,000 
feet, against 28,061,000 feet. Unfilled orders 
on Sept. 30 totaled 38,607,000 feet, as com- 
pared to 34,831,000 feet on Aug. 31. Unsold 
stocks amounted to 195,095,000 feet, against 
200,832,000 feet reported thirty days earlier. 





Sawflies Die of Disease 


MontTREAL, QueE., Oct. 28.—Officials of the 
entomology branch of the Department of 
Agriculture said that Canada’s worries over 
the European spruce sawfly are being 
greatly diminished by a disease which is vir- 
tually eliminating the insect. “The disease 
attacks the spruce sawfly in the larva stage 
and destroys it,” said Dr. Arthur Gibson. 
Entomologists of the United States Agricul- 
ture Department reported the same mysteri- 
ous disease is eliminating the sawfly from 
American forests, 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. 
southern pine to the Southern Pine Lumber Exchange, New Orleans, La., 


. oO. b. mill sales prices on 
for sales made 


in the period of Oct. 19-24, but where prices for this oe were not available, prices for 











the month to date have been inserted and starred 
West East, West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring Standard Ceiling Standard No. 2 Shiplap and No. 2 Dimension 
Lengths 5x4 ngths Boards, Std. Leth. |ox4 
ix3 rift— aoe OR occ 27.96 26.50112 & 14 30.87 27.82 
B&better.. 63.64  poeppcmmapey 41.72 38.71]1x6 110) ¢! $8.63 S20006 .....-. 33.49 31.19 
aeaees 50.92 61.50/5 --------,$0-50 86.00lixg ||... . 33.67 31.78118 & 30..: 33.14 33.59 
 Rhekeens *40.06 *40.25|D --------*2 5.70 25.2011x10 11... 32.36 32.07122 & 24...*40.00 .... 
1x3 flat iaiealdini niania. | eee 35.49 33.3012x6 
grain— urface nis 12 & 14 28.90 29.05 
Bé&better. 50.93 48.75] Standard Lengths No. 3 Shiplap and |i¢ |... ||. 28.96 30.43 
heats 45.91 45.00| pe nette Boards, Standard |i; ©°° °°!) 31:33 31.35 
PTE 35.99 *33.66 Inch think Lengths 20 ....... 29.29 31.90 
aad rift— ckK— 1 ee 22.11 19.86/22 & 24 35.00 *34.00 
B&better.. 64.47 63.75 BE Sresees? o3-3* (86.00 1x6 Bah. & 2x8 
nin sheen G4.96 96h.081S °°" °°" Bee tee 818/848. 26.39 25.48112 & 14 28.56 28.64 
- Rae *39.08 *40.36/° «cccccee 62.36 7 : 1x6 CM. BG-10. BORNEIS  cecccss 29.66 30.92 
1x4 flat Ph eieke 9 57.6211x8 oo... 27.24 26.60/18 & 20 30.49 32.74 
grain— yl eg ES . 26.46 26.1912x10 
B&better.. 50.32 48.77| 53674 tiie T4.75)1x12 20 .. 26.22 24.92112 & 14... 31.88 32.07 
aa ee 47.27 45.55/44 8 74.33 *67.00 Saunt 16 ....... 31.77 33.68 
D ee cae 36.38 34.59) 5. 4¢ 7° 83.75 88'95|B&better— 18 & 20 31.33 35.25 
End Matched geen 101.75 90.25]1%4,1% & 2 84.50 80.00)22 & 24...*37.16 .... 
Flooring, 2 to 8-foot 5gx4-8 ... 72.50 60.84 ry - ou all 
1x3 rift— | Inch thick— No. 1 Dimension 16 311 31.40 
Remaster... LS ee Ee ees 49.9 46.33|2x4 18 .....:. 31:75 *33:22 
C ane” 8.38 | SPoeaeeet 52.78 46.00}12 & 14 33.14 31.95]20 .:...:: 36.33 *32.82 
<. ee | eerretere 51.88 45.67116 ....... 34.50 33.22 3 & 24... 41.50 
Be = as 1x5&10 55.38 50.39/18 & 20 35.75 34.00 
etter. Hae ape ieeeines 68.95 64.69 22 & 24...*42.80 ....] Timbers 20 & Under, 
cece eece v. . x No. 1 
pene 34.97 39.08 Rough Finish, iS & 14.. aH o1.27 Shortleaf— 
B&better.. 52.25 Standard Lengths § [13 °°°°°"" 33°70 35:91 |3X4@4x4... 34.87 *33.07 
ee Ae gre 45.50 B&better— 20 ....... 33.94 34.87)4X6—8x8.. 31.65 29.50 
D ‘eee: oo ee 1x4/8 .. 46.00 *52.00]22 & 24... 37.00 41.13 3&4x10 ...*35.66 *41.03 
ae ae ---“Sigs eee SEAx12 46-41 849:58 
B& better. 39.58 38.00 5&8 /4 ’ “~ae = **--- Se ae Bx12/i2xid*45, 40 43.75 
Fete eens 33. ; thick— Rebate 
D aaemaes 29.79 *27.80] 4-8 ...... *69.08 *62.00]20 ....... ge page No. 3 Dimension, 
Drop Siding, Stand- [5&10 ..... *74.25 ....122 & 24...*40.83 39.00] Random Lengths 
ard Lengths, 1x6” . Rees *91.20 2x10 a 25.18 *20.83 
No. 117— 12 ....... 42.50 38.56)2x6 222: 23.29 *20.48 
B&better.. 41.57 $42.60 Casing and Base |14 ....... 43.00 38.80loxg | 3... 24.00 *20.76 
c Cee 42.78 *40.17| Standard Lengths +4 é’ aa. * sanae yg ts SS eee *22.76 *21.00 
Fae 37.48 * . . 
D i162: 35.70 B&better— get: 2 = cap aces tos: 22.73 *21.40 
Bé&better.. *51.50 < Sa * ° x ” 
seaeene erty eeogj1x6&8...: 72.28 62.90]12 & 14... 43.36 38.00] CaF Eéiming, 18/16 
- hath 35.29 38.50|1X5&10 ... 75.00 70.50 16 ae 42.25 40.78 B&Btr&Sel— 
No. 2 34.02 eee | ee . . neg 
= 3 3735 #2n°39| No.1 Fencing & [20 ||.) 1): 8 EC enedhanbtele Maas 
Assorted patterns Boards 22 & 24... 52.00 *52.67| Car Siding, 13/16” 
B&better... “48. 24 45.00] Standard Lengths B&btr&Sel— 
RAND 48.50 42.83]1x4 ...... 41.48 *38.23 Plaster Lath 1x4 ».. 52.0 
Kiln Dried 7 9..--- BROS 
D ERE REt, *38.50 35.38/1x6 ...... 42.46 39.25 = 1x4, 10 50.00 .... 
No. 1 .... 49.00 *36.50/1x8 ...... 2.95 36.50 %x1%”, 4 6 ae 55.00 .... 
No. 2 .... 33.94 34.19]1x5&10 41.43 *45.50|No. 1 .... 5.87 5.50}1x6, 9..... *50.00 
No. 3 . 29.00 *21.64/1x12 ..... 52.68 *55.50iNo. 3 ome . 1x6, 10... .*49.64 *47.27 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin: 
$8X2%" $3X1%"” %x2” %x1%” 
Clr. qtd. wht. $87.00 $70.00 $70.00 $66.00 
Clr. qtd. red..... 75.00 62.00 65.00 65.00 
Sel. qtd. wht.... 70.00 57.00 54.00 52.00 
Sel. qtd. red..... 70.00 58.00 55.00 55.00 
Clr. pln. wht.... 73.00 57.00 55.00 47.00 
Clr. pin. red..... 73.00 59.00 54.00 48.00 
Sel. pln. wht.... 68.00 55.00 44.00 42.00 
Sel. pln. red..... 68.00 57.00 46.00 44.00 
No. 1 com. wht... 64.00 49.00 41.00 39.00 
No. 1 com. red... 64.00 51.00 41.00 40.00 
NO. 2 GOW. esx 45.00 36.00 35.00 32.00 
x2” %xl\” x2” 
Cli, G0. Es 5 o4 esa ctask $77.00 $75.00 ante 
ae ee ee ee 75.00 73.00 as 
ye. Sere 63.00 61.00 peas 
oe a 63.00 61.00 pecans 
2 eS ees 66.00 63.00 60.00 
Se a eer | 65.00 62.00 56.00 
Ol, PIN. OHNE 25S. cc cee 59.00 55.00 55.00 
a Ar ee & 60.00 55.00 55.00 
NO: Si Gout. WME 6c oss, 57.00 53.00 42.00 
No. 2 GG SOBs occa ake 57.00 53.00 — 
NG. 2 Ges os00s we see es 38.00 33.00 


New York delivered prices may be obtained 
by adding to the following differentials fig- 
ured on Johnson City origin: For }#-inch 
stock, $8; for %-inch, $4; for %- and - 
inch, $4.50. 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For - 
inch stock, $6; for %-inch, $8; for %- and 
ts-inch, $8.60, 





WESTERN PINES 


Following f. o. b. mill prices on actual sales 
were reported to the Western Pine Associa- 
tion by members during the period from Oct. 
14 to 19, inclusive. Averages include both 
direct and wholesale sales, and are based on 
specified items only. Quotations follow: 


Ponderosa Pine 


SELEcTs, S2 or 4S— 1x8 5/4RW 6/4RW 
vb, “pS Re $59.29 $63.78 63.11 
ee eee 41.5 6.2 45.0 
SHop, S2S— No. No. 2 
Dea telertitaiiancie & moa sheie Bes ait avai $31.75 $25.22 
WE ec oa wa oh eew ON Aaceaes 31.4 24.65 
Commons, S2’or 4S— No. 2 No. 3 
oo. SSSR St Aare $32.16 $24.34 
I a vinta ob a Ss onic ive re 33.09 23.83 
Pee. Sy OFS BE We ake 9. s 5ka Sas eo Hee v0 awe $18.37 
Idaho White Pine 
SELEcts, S2 or 4S— 1x8 5-6/4RW 
SR ae $62.80 $73.43 
Se |) ee 44.50 64.02 
Commons, S2 or 4S— 
Colonial Sterling Standard 
N oO. No. 3 
DEW sain ctwsted ews $41.67 $36.60 $30.46 
oS ore ee 71.25 42.56 30.55 
Utility (No. 4) 4/4 S2 or 4S RWRL....$20.85 
Sugar Pine 
SELECTS, S2 or 4S— 4 ‘yd 5/4RW 6/4RW 
B&Btr., , | Se $69.57 $69.45 
A S f5:'G: viene oreo 66.08 67.52 66.64 
Beate is 614" aabans 48.51 49.56 48.74 
—, s2s— No. 1 No. 2 No. 3 
| eae Rarer $38.07 $30.39 $23.25 
6/4 See Pee re 37.51 28.97 23.44 
BU avs ba crmdneeieak 49.42 31.84 24.00 
Larch-Douglas Fir 
Dimension, IO. by Bae osc 6 0siee 6 ae vive den $23.59 
Pemmension, WO. 1, SGI 6c.c c.00.0.0 4.60006 22.20 
Wiooring vert. gr. C&mtr., 4 RL......... 37.70 
Boards, No. %, SB Of €6, 258 o:¢o.5:6.6.0 s-e60s 20.36 





NORTHERN HARDWOOD 


Following are prevailing quotations f. 0. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 
Brown Ash— FAS Sel. Com. Com. Com 
| ae $70.00 $60.00 $45.00 $31.00 $21.00 
eae: 75.00 65.00 50.00 35.00 22.00 
, ee 80.00 70.00 55.00 36.00 22.00 
i Serene 85.00 75.00 58.00 40.00 23.00 
No.1 No.2 No.3 
Basswood— FAS Sel. Com. Com. Com 
a $78.00 $68.00 $46.00 $30.00 $22.00 
See 83.0 73.00 51.00 34.00 23.00 
Sere 86.00 76.00 54.00 35.00 25.00 
| ae 93.00 83.00 64.00 36.00 25.00 
a 98.00 88.00 71.00 47.00... 
| 103.00 93.00 76.00 52.00 .... 
RES 70.00 60.00 39.00 26.00 ... 
No.1 No.2 No.3 
Hard Maple— FAS Sel. Com. Com. Com 
arr $77.00 $62.00 $49.00 $34.00 $18.00 
> ree 80.00 65.00 54.00 37.00 20.00 
res 83.00 68.00 57.00 38.00 20.00 
Sh 90.00 75.00 62.00 38.00 21.00 
re 90.00 75.00 62.00 39.00 21.00 
Oe 103.00 88.00 70.00 44.00 .... 
i aes ae 103.00 88.00 73.00 44.00 ... 
ee 123.00 108.00 85.00 47.00. .... 
ae 123.00 108.00 85.00 47.00 .... 
DEE sss cue sett 163.00 148.00 125.00 .... ate 
No. 1 No. 2 No. 3 
Soft Elm— FAS Com. & Sel. Com. Com 
ee $54.00 $44.00 $32.00 $22.00 
rrr 57.00 47.00 34.00 23.00 
pee eee 57.00 47.00 35.00 24.00 
ere 60.00 50.00 36.00 24.00 
ee ee 63.00 53.00 38.00 rs 
DEP os Kees ben 68.00 58.00 43.00 placate 
No. 1 No. 2 No. 3 
Rock Elm— FAS Com Com Com 
ea $50.00 $32.00 $21.00 $20.00 
| Sere 57.00 39.00 23.00 22.00 
SE Re 67.00 47.00 25.00 22.00 
| oer 70.00 55.00 30.00 25.00 
ere 80.00 65.00 42.00 28.00 
en 90.00 75.00 47.00 30.00 
No.1 No.2 No.3 
Birch— FAS Sel. Com. Com. Com 
_) eee $93.00 $75.00 $51.00 $32.00 $20.00 
-. ae = 98.0 80.00 59.00 39.00 21.00 
_) eee 100.00 82.00 65.00 45.00 21.00 
aaa 100.00 88.00 75.00 50.00 22.00 
DE: casos Fewe 102.00 92.00 77.00 50.00. .... 
MES Saxeots éa-4470 105.00 95.00 82.00 55.00... 
eS 160.00 150.00 125.00 .... ait 
Yee! 77.00 63.00 6.00 30.00... 
BPE ou. secures 80.00 66.00 rey oo Saee Cn. 
No. No. 2 No. 3 
Soft Maple— FAS Com. % Sel. Com. Com 
Oy oe $65.00 $45.00 $28.00 $20.00 
eee 70.00 50.00 32.00 21.00 
aS 78.00 55.00 36.00 21.00 
BP Gaon esas 85.00 60.00 36.00 22.00 





DOUGLAS FIR 


Seattle, Wash., Oct. 25.—Current quotations 
f.o.b. mill on Douglas fir items in mixed cars 
— rail shipments direct to the trade appear 

elow: 
Vertical Grain Flooring 


&btr. Cc D 
BG. 4c nvictetietceree $45.00 $40.00 $32.00 
Flat Grain Flooring 
ee mere eA $36.00 $34.00 $30.00 
TED | karti c 0 caeigehnainen 41.00 40.00 31.00 
Drop Siding 
1x6 Pat. No. 106....$41.00 $40.00 $31.00 
1x6 Pat. No. 116.... 41.00 40.00 31.00 
Celling 
EE ee Se 7 00 $31.00 $22.00 
BE. 2d.05 deli Rees aes 37.00 34.00 25.00 
Boards and Shiplap 
Wi sath HEM sti 
eres: 26.00 = 00 ‘ f 
No. Fao aom Fs 00 22.00 21.00 21.00 
a a 15.00 15.00 15.00 15.00 


No. 1 ns oe 


12 16 18 20 
Seen ees = rH $26. $0 $26.00 $26.00 — res 


= ae 25.00 25.50 25.50 5 

BE DS cis cwiie 28. 00 25.00 25.00 25.00 35.00 
2 | eee 26.00 26.00 26.50 26.50 26.50 
2X12 ...eeeee 27.00 27.00 28.00 28.00 28.00 


No. 1 Rough and/or Surfaced Timbers 
4x4 to 4x12-inch planks 20 feet es” 


EE ook a.0'b bs 6 044.00 0 60 0c m 3.00 
123213 20 ft. ANG SHOLCEST i... ccc cscs ceee 20.50 
13K13 2B. to 3O Leet... scccccececccvens 22.50 
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WEST COAST LOGS 


Seattle, Wash. Oct. 
of logs are as follows: 
Fir No. 1, $22-26; Ne. 2, $17-19; No. 3, 
$12.00-13.50; Peelers, ‘No. , $35; No. 2, $28-29. 
Cedar Shingle logs, $15; lumber logs, $30. 
Hemlock: No. 2&3, $13.0 


25.—Average prices 





RED CEDAR SHINGLES 


Seattle, Wash., Oct. 25.—Average prices on 
red cedar shingles, f.o.b. mills, are: 


oyals 
Tg a ee ee $4.10 
SE ED onde ove 6046064640 60 66608 ce 2.60 
ME Sine edibcséwe pete wedensesuoeeeeeanes 1.60 
Perfections: 

or ord lo cal eae ie aemeee $3.25-3.30 
ee a ee as 2.20-2.25 
DRT NEE buh y's c0s beers verouee en 1.50-1.60 
Sg ee ee $3.00-3.05 
NI = Sra. ard ko ace ae eee ena 2.00 

Pe Oe siectacastadedevesatuweon es 1.45-1.50 





MAPLE FLOORING 


Northern maple flooring mills report the 
following average prices realized f.o.b. floor- 
ing mill basis, during the week ending 
Oct. 26: 

Third 


$52.16 


First Second 
RS sd ie maaan $74.21 $66.92 








Stocking This Nationally 
Advertised Flooring Pays.. 


You know it’s Northern Hard 
Maple when you stock trade- 
marked MFMA Maple Flooring, 
guaranteed to conform to exact- 
ing Association grade standards. 
The following manufacturers are 
licensed to use the MFMAA trade- 
mark: 


Beck, August C. Co., Milwaukee, Wis. 

Brown Dimension Co., Manistique, Mich. 
Bruce, E. L, Co., Memphis, Tenn. 

(Mill at Reed City, Mich.) 

Connor Lumber & Land Co., Laona, Wis. 
(Sales Office, Marshfield, Wis.) 

Farrin Lumber Co., M. B., Cincinnati, O. 

Holt Hardwood Co., Oconto, Wis. 

Kerry & Hanson Flooring Co., Grayling, Mich. 
Kneeland-Bigelow Co., Bay City, Mich. 

North Branch Flooring Co., Chicago, IIL. 

Oval Wood Dish Corp., Tupper Lake, N. Y. 
Robbins Flooring Co., Rhinelander, Wis. 
Stephenson Company, I., Wells, Mich. 

Wells, J. W. Lumber Co., Menominee, Mich. 
Wisconsin Land & Lbr. Co., Hermansville, Mich. 
Yawkey-Bissell Lumber Co., White Lake, Wis. 


MAPLE FLOORING 


MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago 


Floor with Maple 


(Nerthern Herd) 
THE LONGEST-WEARING COMFORTABLE FLOOR 





Amemeanfiumberman 
Lumber Market Review 


Softwood bookings in the two weeks 
ended Oct. 19 continued heavily in ex- 
cess of shipments, and they in turn were 
far ahead of current production, bookings 
being about 4.5 percent above shipments 
and almost 10 percent above production. 
In comparison with those for the corre- 
sponding period of last year, bookings 
gained 11 percent, and there were was a 
gain of 4 percent in production, but 
shipments were 2 percent below 1939. 
The lower shipments, with mill order 
files heavy, indicate depletion of mill 
stocks; and general reports say that, be- 
cause of the large Defense demand for 
them, small dimension and boards are 
hard to buy. Government purchases are 
running much beyond first estimates of 
needs for various projects, and contrac- 
tors are said to be coming into the mar- 
ket daily with new inquiries, while the 
expectation is that there will be a steady 
flow of new Government business for 
some time. Prices on the items wanted 
by the Government remain firm, but are 
making little further advance. Uppers 
have shown comparatively little advance, 
but are benefiting from the fall demand 
for finishing buildings started earlier ; 
their prices are not as strong as those of 
commons, for they have been accumu- 
lating at mills. Advances in the costs of 
framing have discouraged some intending 
builders, though retail suppliers in many 
instances have not marked up prices in 
accordance with the rise in wholesale lev- 
els. Stock depletion, under current de- 
mand, has reached such a point at numer- 
ous yards, however, that they can not 
remain out of the market; and the feeling 
that lumber prices are not going to be 
lower next year is gaining ground. 
Heavy Defense construction in the South 
is absorbing most of the mill output. Cali- 
fornia is consuming large quantities for 
the same purpose, but supply is tied up 
by a marine strike and urgent needs move 
by rail. The North Atlantic States are 
busy on Defense construction, military 
and industrial, and the cargo movement 
from the Northwest continues restricted 
by scarcity of ships, with mill and deliv- 
ered prices quite strong. Middle West 
trade is somewhat dull, but the stimulus 
of Defense buying is spreading to this 
section. With production likely soon to 
be handicapped by fall rains, there is not 
much prospect of an increase. 

Hardwood sales in the two weeks 
ended Oct. 19 were a little below last 
year’s, but ahead of current production, 
and the South’s output will decline with 
the on-coming of the rainy season. De- 
mand from furniture plants and other in- 
dustrial fabricators with Government 
contracts is reported to be expanding, 
and some of them, aware that mill stocks 
are substantially below last year’s, are 
becoming a little anxious about supplies. 
Flooring plants are heavily loaded with 
orders. Commons are leading lumber 


prices gradually upward. 
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ARKANSAS SOFT PINE 


Following are average sales prices, these 
f.o.b. mill figures being based on shortleaf 
weights, obtained by Arkansas Fa Pine 
mills during the week ended Oct. : 
Flooring, Plain End 


— grain— B&Btr. Cc D 
Ae $70.00 $60.00 iat 
| ea ert ee 70.00 57.00 $48.00 

Fiat grain— 
eee $52.00 $46.00 $36.00 

any 50.00 46.00 36.00 

Flooring, End Matched 

ae grain— 
seas bay o & roi wometele $60.00 $53.00 
Bo hws e'Ve ae es ots 57.00 48.00 

Plat grain— 

Rg erat, aan binuald nme $42.00 $38.00 $27.00 
ae Erb a alate ace we 40.00 37.00 28.00 
Finish— 


1x8 1x10 1x12 
ener. $62 00 $67. 50 $62, 50 $63.00 $70.00 $87.00 
yada 52.00 57.00 52.00 53.00 60.00 72.00 
oun Base & a 
1x3&4 1x5 1x6 1x8 1x10 
$67.00 ‘$72.00 $67.00 $67.00 $72.00 
Bevel Siding— 


B&Btr Cc D 

ers $51.00 $48.00 $34.00 

ere 34.00 29.00 24.00 
= Siding, 1x6— . 

aR a $57.00 $50.00 $36.00 

No. ar 53.00 47.00 36.00 

Boards and Shiplap— 

No. 1 No. 2 No. 3 

BOE dcssuacecneaoes $48.00 $33.00 $23.00 

Seer es 45.00 35.00 28.00 

BEE sus eraleia elaine eu 46.00 29.00 29.00 

 / cinicie, wate ceeds 46.00 34.00 29.00 
ee 50.00 35.00 29.00 
MEE salt do Nid 406-64 6m 62.00 40.00 

Dimension— 

AR $35.00 $33. $22.50 
SS eaigher spake atae 32.00 30.00 21.00 
Bods aa Net osees 33.00 31.00 21.00 
eye errr 42.00 35.00 23.00 
a re 47.00 37.00 23.00 

Moulding— Percent 
Discount 
$2.00 list and under...........-..+- 40% 
$3.00 to $S.00 list... ...ccccccvccces 35% 
SE.08 GRE OVET.occccviescvcsccetere 30% 





SOUTHERN HARDWOODS 


es are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, from 
reports ‘of ee made during the week 





ended Oct. 
Qrtd. hen Gum Mixed Oak 
AS— No om.— 
_ Re 89.25 war — aa 
No. 1 & Sel.— n a 
ey 46.00 | FAS— 
Plain Red Gum | ee 40.25 
F , BSS 53.75 
yy eer 82.25 £/é ee 74.25 
|, eee 82.50 o. 
No. 1 FEES 32.00 @34.00 
Se seeuws 31.00@32.00 | 5/4 ...... 38.00 
dca nani 3 | ar 42.00 
No. 2 Com—- ~~ | 8/4 ...... 45.25 
* eae 19.00 | No. 2 Com.— 
Qrtd. Sap Gum §£ij/| 4/4 ...... 30.00 
FAS— h 
SAR 50.50@51.00 | FAS— 
CS Seer? \ Oe tliat atk 68.00 
i ee 50.00@51.00 |} No. 1 & Sel.— 
iets 52.50 kg tale 38.00 
No. 1 & Sel.— 
‘, eee 32. “oe. 00 _ 
<ceeacahs * 00 Sete 39.00 
De eawelg 1.00 No 1 & Sel.— 
re 39.00@ 40.00 alah on 29.00 
Plain Sap Gum No. 2 Com.— 
SS 8 |———__g § BFS oe dneeis 15.00 
Sere 41.75 @45.00 Cottonwood 
No. 1 & Sel.— No. 1 & Sel.— 
ee 28.50@32.50 | 4/4 ...... 27.00 
gg ee aor No. 2 Com 
0 eee SOP § OS icccc 18.7 75 @ 20.00 
No. 2 Com. Plain Tupelo 
3 eee "17. 50@18.00 | No. 2 Com.— 
ae, pe BBs eee 18.00 
iene 15. — 00 Qrtd. White Oak 
7 eer 20.00 | No. 1 & Sel.— 
Plain Black Gum ee 52.75 
No. 2 Com.—~ Magnolia 
pe ree 18.00 | FAS— 
Quartered Tupelo Ss Re charters 67.00 
ee  ——_ ik PR BFE oes ce 68.00 
ae 55.75 No. 3 * Sel.— 
o1& Sel— {| 6/4...... 45.00 
eas 75 ress 
Plain Sycamore FAS— 
No. 2 Com.— Be one oe 69.00 
oa 17.00@19.00 | Selects— 
Log Run— Pe cae wa 45.00 @ 49.00 
0) OPE . BG o; oe 51.75 @57.00 
Plain White Oak _, 57.25 @ 64.75 
FAS— > 70.00 
ee 59.50@66.00 | Sho 
|. =e 2 EO ae 29.00 @30.00 
8/4 -100.00@114.50 | 5/4 ...... 43.0 
No. 1 & Sel.— | Re 48.00 
3 eee 33.00@34.00 | 8/4 ...... 50.00 
OEe sieeve 41.25@42.00 | No. 2 Com 
Sern 46.26 $2476 00's. 0.0 23. 3.00 @ 24. 75 
at acai 53.25 ardwoods 
No. 3 Com.— Dunnage— 
a, Sateace ee SOOO § EFS sc vces 10.00 @12.50 








40 


2se 
2af 
ine 


1.00 
3.00 


12 
1.00 
2.00 


<10 
2.00 


rl — a — i 
eo @e0 


0 SPSPP" SS FU 
+ Soooeo,, 
- ooooo 


39.00 
29.00 
15.00 





November 2, 1940 


Amemcan fiunberman 








OBITUARY RECORD 








MAX CRITCHFIELD, 45, died Oct. 21 at 
Indianapolis, Ind., after a brief illness 
which was a recurrence of a slight at- 
tack suffered 16 years ago. Mr. Critch- 
field was well known to association secre- 
taries and hundreds of lumbermen 
throughout the country, principally be- 
cause of his work in connection with the 
Lumber Products 
Better Paint Cam- 
paign. He was a 
popular and con- 
structive figure at 
numerous” associa- 
tion conventions, 
and numbered a 
host of industry 
leaders among his 
friends. 

Born in Elmwood, 
Neb., Mr. Critchfield 
attended public 
schools there, and 
graduated from the 
College of Engi- 
neering of the Uni- 
versity of Nebraska. 
He was reared in a 
lumber atmosphere, 
his father, the late 
Bird Critchfield, 
having been at one 
time secretary of 
the Nebraska Lum- 
bermens’ Associa- 
tion. On leaving 
college he enlisted 
for war service as 
a private in the 
army, and was dis- 
charged a First 
Lieutenant in 1918. | 
For four years following the war he oper- 
ated a lumber business in Lincoln, Neb. 
He then went to Indianapolis as secretary 
of the National board of Education of the 
Christian Church. On completion of his 
work with this organization, he returned 
to Lincoln for two years, then became 
secretary of the Indiana Retail Lumber 
Dealers Association. 

In 1935 he joined his brother Don and 
became a director of trade extension of 
the Lead Industries Association, the posi- 
tion he held at the time of his death. In 
this capacity he conducted over 400 dis- 
trict meetings of retail lumber dealers in 
the eastern half of the United States. 
When the fatal illness overtook him he 
was working in Ohio, and conducted his 
last meeting at Loudenville. 

His survivors include his widow, Exie 
Critchfield; two daughters, Maxine and 
Marilyn; his mother, Mrs. Bird Critchfield; 
a sister, Mrs. R. D. Green; and a brother 
eg The latter three reside in Lincoln, 
Neb. 


FRED C. WESTOVER, 63, pioneer Mich- 
igan lumber manufacturer and prominent 
figure in national lumber circles, died in 
a Bay City, Mich. hospital October 21. 
When 16 years old Mr. Westover entered 
the lumber business as a tally boy for a 
Bay City company. Later he became super- 
intendent of the Crump Manufacturing 
Co. sawmill and was subsequently asso- 
ciated with a long list of Michigan lum- 
ber firms. In 1914 he organized the 
Westover-Kamm Co., Bay City, Mich., 
manufacturers of interior trim, sashes and 
doors, serving as president and general 
manager for many years. He was a past 
president of the Michigan Retail Lumber 
Dealers’ Association and a director of the 
National Retail Lumber Dealers’ Associa- 
tion. Mr. Westover was also a past presi- 
dent of the Bay City Chamber of Com- 
merce, and a member of a fraternal or- 
ganization and church. Surviving are his 
widow and three children. 





ARCHIBALD M. DERSHIMER, 62, head 
of the P. W. Dershimer Lumber Co., Pitts- 
ton, Pa., died October 13. 
was also president of a loan association, 
a director of a local bank, past president 
of the chamber of commerce and treasurer 
of several civic organizations. He was 
active in church work and a member of 
several fraternal organizations. Surviv- 
ing are his widow, two daughters, a 
brother and a sister. 


PHILIP BUEHNER, 82, for many years 
head of the Buehner Lumber Co., which 
operated out of North Bend, Ore., died 
October 15 at his home in Portland, Ore. 
The Buehner company once had a sawing 





Mr. Dershimer - 


capacity of 60,000,000 feet per year. Mr. 
Buehner retired from the lumber business 
in 1927. He gained a wide reputation as 
the builder of the first modern water 
works for the city of Spokane. The first 
Bull Run pipe line was built by the com- 
pany he founded. Survivors are his 
pe 2 ta two daughters and several grand- 
e ren. 





HARLAN E. PAGE, 79, affiliated for 
many years with the Edward Hines Lum- 
ber Co., Chicago, Ill., died at his summer 
home in Michigan, October 9. Mr. Page 
was the oldest man actively engaged in 
the lumber business in the Chicago area, 
both in years of service and in age. He 
entered the service of the Hines company 
when he was a young man and was still 
a member of that organization at the 
time of his death. Mr. Page was active in 
a large church which his grandfather 
helped to organize. He is survived by his 
widow, a daughter and three sons. 


CHARLES HENRY NOLD, 66, president 
of C. H. Nold Lumber Co., St. Joseph, Mo., 
died October 21. He had suffered from a 
lingering illness. Mr. Nold was a lum- 
ber dealer in St. Joseph for more than 
forty years. The yard of which he was 
president was destroyed by fire October 
18, and after viewing the wreckage his 
condition became considerably worse. He 
was formerly associated with the Hyde 
Valley Lumber Co. and the Lumbermen’s 
Supply Co., both St. Joseph concerns. Sur- 
vivors are his widow, a son and a sister. 





IRENEE N. FAUCHER, 58, veteran 
member of the office staff of the Schafer 
Brothers Lumber & Shingle Co., Grays 
Harbor County, Wash., died October 14 
at his home in Aberdeen, Wash. He was 
a former deputy county auditor of Grays 
Harbor county. At Montesano, Wash., Mr. 
Faucher organized and for many years 
was leader of the Schafer Brothers band, 
long recognized as one of the outstanding 
musical organizations of the Pacific North- 
west. He is survived by his widow, two 
sons, two brothers and a sister. 


HUGH S. McKENNA, 44, manager of the 
home financing division of Diamond Match 
Co., Boston, Mass., died October 26 at his 
home in Milton; Mass. Prior to joining 
the staff of Diamond Match Co., Mr. Mc- 
Kenna had been active in the retail trade 
of Connecticut as a member of Loewen- 
thal-McKenna Lumber Co. at New Britain. 
He withdrew about five years ago to de- 
velop home financing plans for the match 
company. Surviving are his widow and 
two daughters. 


ELIE FRANCOIS CARTIER VAN DIS- 
SEL, 77, pioneer lumberman of Spokane, 
Wash., died October 15 after an illness of 
several months. He organized the Phoe- 
nix Lumber Co. and was for many years 
its president. -The mill he built is now 
operated by the Long Lake Lumber Co. 
at Spokane. Although he has not been 


active in the lumber business in recent . 


years Mr. Van Dissel retained many 
friendships and associations in the indus- 
try. One of his closest friends was the 
late J. P. McGoldrick. Mr. Van Dissel 
was noted for his civic work. He is sur- 
vived by his widow. 





WILLIAM WHIT LAWRENCE, 67, 
owner and manager of the W. W. Law- 
rence Lumber Co., Ahoskie, N. C. died at 
his home October 12 following a heart 
attack. Mr. Lawrence had operated his 
own Jumber company in Ahoskie since 
1916. At the time of his death his son- 
in-law, Joseph Harris, was associated 
with him in the business. Survivors are 
his 88-year old mother, his widow, a 
daughter and two grandchildren. 


GUY E. VAN NORTWICK, 40, manager 
of the Pentwater Lumber Co., Pentwater, 
Mich., died October 12 in a hospital at 
Rochester, Minn. He had been in ill 
health for several years. Mr. Van Nort- 
wick was the head of the Pentwater Yacht 
Club and active in civic affairs of his 
community. He was a member of several 
fraternal organizations. Among survivors 
are the widow, his son and a sister. 


PLEASANTON LAWS CONQUEST, 87, for 
many years head of the lumber firm of P. 


L. Conquest & Son, Richmond, Va., died 
October 25 at a Richmond hospital. Mr. 
Conquest was well Known in the business 
and social life of that city. He is sur- 
vived by his widow, a daughter and a son. 





WILLIAM HENDY, 94, retired wholesale 
lumber dealer of Covington, Ky., died Oc- 
tober 4. He was a Civil War veteran and 
a member of a G. A. R. post at Covington. 
His two surviving sons are both active 
in the Hendy Lumber Co., as was the 
elder Mr. Hendy before he retired. 


ROBERT T. HUDSON, 61, proprietor of 
the Hudson Lumber Co., Lawrenceville, 
Va., died at his home near there October 
17. He was prominent in lumber and 
building circles throughout Lunenburg 
and Brunswick counties. He is survived 
by his widow, a son and a daughter. 


EMIL HENDRICKSON, 51, one of two 
proprietors of the West Bay Lumber Co., 
Redwood City, Cal., died October 15 after 
a short illness. He was a member of the 
Peninsula Lumbermen’s Club and the 
East Bay Hoo Hoo Club. Survivors are 
his widow and a brother. 


WILLIAM D. YOUMANS, 66, executive 
head of the Enterprise Manufacturing Co., 
Waycross, Ga., and for many years an out- 
standing lumber dealer died October 21. 
He had been in declining health for some 
time. The deceased is survived by his 
widow, a brother and a sister. 


G. A. NEAL, 51, president of the City 
Lumber Co., Greenville, S. C., died sud- 
denly October 21. Since early youth Mr. 
Neal had been identified with the build- 
ing industry. He organized the City 
Lumber Co. five years ago. His’ widow, 
four daughters and two sons survive. 


R. B. MILNE, son of Col. W. H. Milne 
of William Milne & Sons, lumber manufac- 
turers at North Bay, Ont., was killed Octo- 
ber 13, in an airplane crash while train- 
ing with the Royal Canadian Air Force. 
The accident occurred near Toronto. 


EDWARD LEE, 60, owner and operator 
of a lumber mill at Forksville, Pa., was 


67 


found slain in a Sullivan county forest” 


October 17. He had been missing since 
October 14. Mr. Lee was well known in 
northern Pennsylvania. 





MRS. AUGUST F. MECKELBURG, 72, 
widow of the late August F. Meckelburg 
who was long associated with the Meckel- 
burg Sash and Door Co., Milwaukee, Wis., 
died at her home Oct. 20 





Wholesaler Moves Offices 
to Statesville, N. C. 


STATESVILLE, N. C., Oct. 28.—The P. M. 
Barger Lumber Co., wholesale lumber con- 
cern located in Mooresville, N. C. since its 
organization 20 years ago, has moved its 
staff to a new office building in this city. 

Cecil Barger, manager of the Barger Mill- 
work Co., and son of P. M. Barger, presi- 
dent of the lumber company, designed the 
new. air-conditioned, scientifically lighted 
building which is located next door to the 
offices of the millwork company. The presi- 
dential office has floors of block walnut in 
tile design, walls and paneling of South 
American primavera wood, and a ceiling of 
California redwood painted white. Walls in 
the main office are of California redwood 
in natural color, and complement the maple 
floors and a fir plywood ceiling, also painted 
white. 

P. M. Barger has been in the lumber 
business for 40 years. His company does 
approximately $1,000,000 worth of business 
each year. Its sales office in Washington, 
D. C. is headed by P. B. Kern, vice-presi- 
dent. 
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(Continued from Page 63) 

has been almost perfect for logging so 
far this fall. Few mills have: large log 
supplies banked for the winter, however. 
Lumber being cut will not be dry enough 
for shipment until January and February, 
and in the meantime dry stocks are 
dwindling. All thicknesses of quartered 
sap gum continue scarce and in good de- 
mand. Red gum demand has improved 
somewhat. In common grades there is 
very little difference in price between red 
and sap gum. Demand for 4/4 FAS plain 
sap gum is not as insistent as it is for 
common, and some producers state they 
are unable to obtain list. Mills show no 
further advance in flooring oak prices. 
White oak has been bringing the same 
price as red oak for some time, with the 
latter preferred, but during the past week 
or so, some flooring plants have been pay- 
ing a dollar more for No. 1 and 2 com- 
mon white. 


Shreveport, La. 


SOUTHERN PINE—Orders and inquiries 
are coming in slower than they came a 
short time ago. Mills’ stocks are still 
broken, and they are inclined to quote 
higher on items they are short of, and not 
so high on what they want to move, there 
being no uniformity of quotations, but in 
most cases the mills refuse to concede 
from lists. The market is becoming more 
stabilized. The weather has been fine 
for mill and logging operations and has 
helped mills produce a better supply of 
common stock. Lower grades, especially 
No. 2 common, both dimension and inch- 
stock, are very scarce and some mills are 
still quoting on only limited quantities 
per car. 


SOUTHERN HARDWOODS — All items 
are firm, and the tendency is still toward 
further advances. But mills are accumu- 
lating stock faster than it is being shipped, 
for orders are not as numerous as they 
were a short time back, and demand for 
common red gum has slackened. Dry, sea- 
soned stocks are being further depleted. 











Lindsey 8-Wheel 


Tractor Wagons are >, J, BIR 
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continue to do the 
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logger. 
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J. Ho. MINER SAW MFG. CO., Meridian, Miss. 








CLASSIFIED 


ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


One issue ...............+++++++-38 cents a line 
Two consecutive issues...........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues...........90 cents a line 
Thirteen consecutive issues...........$2.70 a line 
Twenty-six consecutive issues........$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the _ signature. 
counts as two lines. 


No display except the heading is 
permitted. 


Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to twelve lines. 


Remittance to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 





Heading 











Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 








Wanted -- Salesmen 


WANTED—COMMISSION SALESMEN 


If you work a given territory intensively, and do 
not try to sell everybody’s lumber, we would sug- 
gest that you answer this advertisement. Our 
production is yellow pine, 100% K.D.; location, 
Arkansas, complete plants, practice Forest Man- 
agement working up to perpetual operation. Out- 
line briefly the territory you cover which you would 
expect to be protected. 
Address “H. 67,” care American Lumberman. 








WANTED 


By well financed Southern wholesaler specializing 
in Yellow Pine and West Coast products, Sales 
Manager with mill and sales connections. Will 
make producer attractive proposition. 

Address “H. 76,’’ care American Lumberman. 


SALES MANAGER AND 2 SALESMEN 


Guild training preferred; for central New Jersey 
lumber and material yard. 
Address “H. care American Lumberman. 








Wanted -- Employees 


WANTED—MANAGER FOR RETAIL YARD 


He should have had considerable experience on 
F.H.A. Housing. Must be energetic, about 40 yrs. 
Not afraid to go out after business—located in 
Middle West—with fine prospects. Give full par- 
ticulars about yourself and the results you have 
obtained, age, and references. 

Address “J. 26,” care American Lumberman. 


YOUNG MAN EXP’D IN RETAIL LBR. BUS. 


For estimating, architectural and package selling, 
and with knowledge of financing. 
Address “H. 96,’’ care American Lumberman. 


A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 














November 2, 1940 








WANTED 














Employees 


COMPLETE BOOKKEEPING SYSTEM 


Want someone, practical dealer preferred, to show 
me how to install and operate a Complete Book- 
keeping System. Include samples of all necessary 
forms for an average Lumber and Building Mate- 
rial yard doing $60,000 to $75,000 annually. Suit- 
able compensation as agreed upon. 

Address ‘J. 28,’’ care American Lumberman. 








ASSISTANT YARD MANAGER 


Wanted at Niles Lumber Company, Niles, Mich. 
Experienced salesman of FHA jobs; good estimator. 
tive age, experience and references. Write WILIu 
A. CAVIN, Sturgis, Michigan. 





WANTED—AI1 MILL FOREMAN 


For 8’ Band, 7’ Resaw Hardwood Mill located in 
Louisiana. All applications must state age, refer- 
ence and salary expected. 

Address “H. 86,’ care American Lumberman. 





EXP’D. HARDWOOD LUMBER INSPECTOR 


Preferably one who can buy, sell and inspect 
Northeastern Hardwoods. Good permanent posi- 
tion for the right person. 

Address “H. 94,”" care American Lumberman. 





WTD.: BY LARGE RETAIL LUMBER COMPANY 


Man capable of taking charge of yard, supervising 
loadings and unloadings, also experienced in meas- 
uring and grading lumber. 

Address ‘‘H. 88,’’ care American Lumberman. 


WANTED 
Experienced retail lumberman, also architectural 
draftsman for small house plans. 
Address “H. 98,” care American Lumberman. 








CABINET SHOP FOREMAN 


Must be able to bill and lay out material for 

special millwork. Capable of supervising men. 

Answer in own handwriting, age, exp., sal. & refs. 
WAHLFELD MFG. CO., PEORIA, ILL. 





WANTED 


Experienced hardwood lumber inspector for perma- 
nent position. Give age, experience & references. 
Add-vess “‘H. 83,’’ care American Lumberman. 





Employment 


EXPERIENCED IN ALL PHASES RETAIL 
yard operation and residential contracting. Age 42. 
Employed. Wants change that includes profit shar- 
ing, personnel control and location with sufficiently 
large volume possibilities to warrant use of modern 
sales methods. 

Address “J. 36,” care American Lumberman. 


EXPERIENCED RETAIL OUTSIDE SALESMAN 

Wants position in brisk building area on partial 

commission basis. Age 42. Now employed. 
Address ‘J. 35," care American Lumberman. 











EXPERIENCED BOOKKEEPER 


Capable of handling payrolls, cost sheets and finan- 
cial statements, would like to contact responsible 
manufacturer in the Southern or Western States. 
[ am only interested in a position where a young 
progressive man is needed and where merit is con- 
sidered in promotion. I am willing to make a 
small cash investment of good faith if necessary. 
Address “H. 49,” care American Lumberman. 





WANTED: POSITION AS BOOKKEEPER 
Twenty years general office, taxes and adjusting. 
Pleasant personality, 43, excellent health, unaues- 
tionable character. Good on detail. Give orders, 
take ’em. Your interests my interests. 

Address “H. 51,’" care American Lumberman. 


LUMBER BUYER 


With 15 yrs. experience purchasing Canadian lum- 
ber, Pine, Spruce, Hemlock, Fir. Cedar, Hard- 
woods, Vancouver to Halifax, seeks permanent po- 
sition as Canadian Buyer with AMERICAN firm, 
purchasing this class of lumber in Canada. Write 
P. Box 84, Station B, Montreal, Canada. 








Al FACTORY SUPT. AVAILABLE 


Wide experience in special and stock mill 

Expert on low cost factory production. Capable 

letailer. biller and Al mechanic. References. 
Address ‘‘G. 87,’"" care American Lumberman. 


WHOLESALE LUMBER OR MILLWORK LINE 


Exvrerienced salesman wants opportunity to sell 

either or both of above lines. A producer. Middle 

age, good record. 
Address “H. 69,” 


work. 





care American Lumberman. 





